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This course  is for YOU:   

 

An Investor  
who is also a Real Estate Agent  

or are considering becoming a Real Estate Agent, 

 

Or  

 

A Real Estate Agent  
who is also an Investor 

or are considering becoming an Investor, 

 

 

 

Sot that YOU can learn how to: 

 

Leverage Your Time 

And  

Make More Money...Not More Work! 

 



Gary’s	Wizard	Formula	for	Success: 

W Be willing to get out of your comfort zone 

I Investigate your dream. In Real Estate, whether it’s Flipping, Renting, Wholesaling, being 

an Investor/Agent, or all of the above - check it out first. 

Z Zero in on your plans. Start with one then add the others as you gain confidence and 

competence, leveraging your current activities. 

A Take action. Put one foot in front of the other and get a coach just like those who make 

millions! 

R Ramp it up! Once you cash in on your first transaction take massive action to multiply your 

results. 

D Do it and don’t do it alone. Many more have succeeded by getting the proper education, 

information and guidance than have by attempting to do it on their own! 
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NOTE: Gary Wilson is not an attorney. Readers please repeat after 

me: “I know Gary Wilson is not an attorney. I am reading this book 

of my own free will and promise to make sure everything I do after 

reading this book, relative to real estate, will be in compliance with 

federal, state and local laws.” 
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A	Tale	of	Two	Roles	 

 

Investor?  

Most investors do not become agents. 

Agent?  

Most agents do not become investors. 

Both?  

The rules of engagement are completely different. 
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The	Chicken	or	the	Egg? 

 

Should I get my real estate license first before I start investing?”  

or 

“Should I start investing first before I get my real estate license?”  

 

Let’s discuss a few different scenarios: 

A. You’re young and just starting out. 

B. You’re experienced and starting over. 

C. You have capital, or not. 

You have residual income, or not. 
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This	Guide	is	for… 

 

A) Investors who are considering becoming Real Estate Agents.  

You see what people like me do and you realize there is a tremendous amount of opportunity to 

build an entirely new revenue stream. You are basically leveraging what you already do to build 

another avenue for cash flow.  

B) Real Estate Agents who are considering working with Investors. 

Maybe you have tried this before, but you were frustrated because you were doing it the way other 

people (mainly real estate gurus) trained you.  

It didn’t work for you. (That method didn’t work for me either.) 

C) Real Estate Agents who realize they should be investing in themselves. 

This course assumes: 

 You have your Real Estate license, or… 

 You are an Investor who plans to get your license to support yourself and other Investors 

– and help you both create income and wealth through this revenue stream. 

 

Other courses in this series include: 

Rental Profits Without Paying – the quintessential guide for Real Estate Investors who want to profit 

from their own rentals 

Flipping for Profits Without the Risk – Gary’s secret formula for flipping properties without the pitfalls 

that cause others to fail 

Wholesaling So Everybody Wins – learn to profit from wholesale in complete legal compliance, with no 

broken contracts, and in a way that assures everyone wins 
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In Module One we are going to talk about the two roles. Which comes first? Are you an Agent 

first or an Investor?  Are you an Investor first and then an Agent?  

In Module Two we dig into details like targeting the right towns, and even the right 

neighborhoods. 

Module Three is about the types of properties, including REO, Short-Sale and Estates. 

Module Four deals with targeting and locating properties for investment.  

What do Investors do when flipping properties, versus renting or wholesaling? We’ll include 

property selection and rehab. This is a very in-depth session. You’ll want to take lots of notes! 

Module Five is about what Investors do when Flipping properties. 

Module Six cover Rentals and Module Seven looks at Wholesaling, including net listing and lease 

options. 

In Module Eight, we cover the rules of engagement for the Real Estate Agent when dealing with 

sellers and buyers. Basic rules and state law. Nothing heavy-duty. This is just a quick review 

relative to this context. For those who do not already have a Real Estate license we will also skim 

through basic licensing requirements. This is not a recruiting course. Just simple information you 

ought to know. 

The main focus of this lesson is how to use your license as an income producing asset. I like to 

call this “How to run your business like a business.” You will learn to leverage what you are 

already doing. If you are an Investor or an Agent who invests, you might as well share the 

properties you discover with clients who can benefit. None of us can buy everything, so we should 

share. 

I will show you the secret process I developed so you can make more money without more work. 

Essentially I will train you to train your Investors to work with you on your terms. The bottom line 

is, you will train Investors how to do most of the work, and only step in when they are ready to 

make offers. These are high percentage shot offers, not the shotgun approach.  

In Module Nine, we get into marketing and advertising. How do you promote yourself as the 

Investor/Realtor? There’s a lot to it, but it doesn’t have to be complicated. There are two 

components:  Marketing (which is like branding) and Advertising (to get the word out so people 

know to call you). You can use much of this information in other areas with your real estate license 

and with owner-occupants. I will tell you exactly what made me the most money out of these. 

Finally in Module Ten, we’ll explore what’s next. As you might imagine, when you open one 

door you will discover there are ten more you could eventually go through. Each will provide 

unique opportunities to further leverage what you’re already doing to add income. If you have at 

least three sources of income (a three-legged stool) you will be in good shape. I don’t care what 

the economy does.  
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If you work with owner-occupants only, you know you suffered during the last recession. 

However, if you also worked with Investors, you know those were some of our greatest times.  

I grew my business six-fold during the recession because I worked with Investors.  

Most importantly you should also be investing.  

That’s the three legs of the stool right there. You may decide to go on and build your own property 

managing business, build your own brokers business. There are a number of things you can do, 

and we’ll talk about them in lesson ten. 

For now, let’s jump into the material. Just remember: I’m not an attorney. I am a licensed broker 

in multiple states. I’ve been around for quite a long time – twenty-eight years in this business. I 

have owned two hundred-fifty units personally as well as doing flipping and wholesaling and you 

name it. 
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Module	One:	 

Introduction,	Rules	of	Engagement	and 

Goal-Setting 

A. Introduction	 
 

Let’s talk about the two roles: Investor and Agent. 

While you may not have studied this, I have. I can tell you most Investors do not become Agents. 

I can also tell you that most Agents do not become Investors. I don’t know why. I really don’t care. 

The bottom line is these two facts have created a world of opportunity for me and others I’ve 

already taught.  

B. Rules	of	Engagement 

If and when they overlap (which they rarely do), you need to know how to react to the different 

scenarios. We will cover this later. 

So what comes first? The chicken or the egg?  Should I get my license before I start investing or 

should I start investing before I get my license?  

That is a good question. I was an investor before I got my license. I don’t know a lot of agents who 

do invest, at least the way I do.  

Some of them will buy a house here, and a house here and a duplex and call themselves investors. 

They’re not investors. That’s a hobby.  

If you are an investor you actually make an income, a regular, recurring income stream building 

wealth from investing in real estate. The kind you can actually live off of. The kind that allowed 

me to retire from the corporate world after investing for five years when I was only forty years 

old. 

That’s right. I retired when I was forty. Lived off the rental income I had.  

Let’s talk about you.  
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A) Perhaps you’re young and just starting out. You may not have a lot of capital. You may 

not have a lot of resources to go out and start investing.  

Yes, you can use all the no-money-down techniques and For Sale By Owner techniques that other 

supposed gurus teach, but you will spend a lifetime trying to make that stuff work – and you will 

have very little to show for it.  

If you are starting off, and don’t have a lot of capital, I say get your license. Even if you are working 

in the corporate world, you can use it on half-day Saturdays, or 1-3 evenings during the week to 

pull some commissions to save for down payments in Real Estate investments.  

Or you can simply keep socking that money away so you have the option to leave the corporate 

world if you want to. 

B) Maybe you are experienced and starting over. You have some capital. I suggest you get 

your license and start investing right away.  

Do not wait. Opportunities abound right now. We are in an awesome environment of incredibly 

low prices relative to historical averages. And incredibly low interest rates relative to historical 

averages. We have not seen a recession like we just had in eighty years. We have not seen interest 

rates like we’re seeing now in fifty years.  

If you’re my age, and I am not going to tell you how old I am, but I can tell you it was back in the 

1960s when we last saw these kind of interest rates. 

When I started investing in the 1980s, interest rates were twice (or even more than double) what 

they are now. I used the exact same techniques I teach now. They just work even better now 

because interest rates are friendlier.  

Maybe you have capital, maybe you don’t. If you’ve already been in the work force for a while or 

you are already an Agent, by all means you need to learn how to work with Investors. I can tell 

you when the economy turns – we don’t know if it will be five years, ten or twenty – but when it 

does you’ll still be making income. And all the traditional Agents are not. And they’ll be jumping 

out of the business. 

*By the way, if you take the Rental Profits Without the Pain course, you will learn there are 

multiple ways to get money for investing where you may not even necessarily have to go to outside 

sources. I’m not suggesting you don’t get a first mortgage (particularly with today’s interest rates) 

but finding money for your down payment can come from a 401k, a whole life policy, equity in 

your existing home, or even equity in rental properties you own. 

C) If you already have residual income you’re in good shape. God bless you. By all means, 

maybe you can start flipping.  

I will tell you this right now: Don’t follow the advice of the guys that tell you to flip first to raise 

money to then invest and hold property.  
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Invest and hold first. Build a solid income stream, a solid foundation so that when you go flipping, 
if something doesn’t go right you’re still in business. 

Don’t be the guy who flips right out of the gate. One out of three flips don’t go so well. If the first 
one flops, you’ll be a flip flop. I don’t want you to be completely sidetracked. Not just for a month, 
but for years, maybe forever.  

Build an income stream first by buying rental properties. Give yourself some options. That 
recurring residual income is what gives you freedom.  

You need to look at your circumstances. Are you young or more experienced? Do you have some 
capital, or not? Do you have residual income, or not? 

Those who have capital, who have residual income, obviously have more options available than 
those who don’t. Never fear. You have to start somewhere.  

When I was 22-years old and just getting out of college, I bought my first investment property – 
literally the month after I graduated. I’ve never looked back. 

As you work through this course, if you have questions you can always email me. Go to 
myinvestmentservices.com, email Support@MyInvestmentServices.com or call (800) 931-2605. 

We can always discuss this in more detail. If you’ve purchased this course as part of our overall 
strategy you are also going to be involved in live instructional training. That is where you get life 
Q & A. This is for people who are looking for Real Estate mastery. 

If you just bought this course off the shelf but want total Real Estate mastery, you should consider 
taking the instructional course. That’s where you hit the ground running, roll up your sleeves, and 
actually put your skills into practice and make money! 

 

Investor Rules of Engagement 

We won’t dig too deep into specifics, but if you are working with somebody who is flipping 
properties, you will work differently than with somebody who is buying rentals or who is 

wholesaling.  

Target: 

 Towns 
 Neighborhoods 
 Properties 

  Flip 
  Rent 
 

I will show you all three in session two. For right now, let’s talk about how to identify the right 
towns to invest in. 
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You may be in a heavily populated area like LA County or New York City. Or maybe you’re in 

the Hamptons, Pittsburgh, Philadelphia, Atlanta, Miami, Ft. Lauderdale, Houston, or Chicago. 

There are many towns and townships in those surrounding areas. You need to identify which of 

are the right ones to go after. 

Then we’ll learn how to identify the right specific neighborhoods objectively with unambiguous 

online tools for analysis. Then you can follow up more subjectively with drive-throughs, walk-

arounds and property tours. 

We will touch on the different strategies: flipping, renting, and wholesaling. (You can actually 

wholesale flips and rentals as well as wholesale single family homes.)  

C. Goal	Setting	 

Write down three personal goals and business objectives that you have for yourself and will 

accomplish as a result of taking this training course. Keep this list for later reference. You 

will need it in Module Ten.  
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Module	Two:	 

Finding	the	Right	Town	and	Neighborhood 

 

A. Finding	the	Right	Town 

We will start by using a school report as described below.  

I suggest using your Multi List System (MLS) to its fullest extent. On the next page I show a 

spreadsheet that provides sales data – volume and amount – by school district. This has been 

incredibly valuable to my clients who are flipping properties. 

Your Multi-List System is actually pretty sophisticated. Most offices have an admin person or 

someone who can create what’s called a School Report. It’s an area report. Essentially across the 

top you’ll list all the school districts, and down the side you list all the price ranges. The columns 

show what’s active and what sold in each price range. 

This report can show you areas you need to target in your marketing efforts. Particularly if you’re 

working with owner-occupants. You’ll find areas where there’s nothing listed. Why would you 

spend money in an area where nothing is being sold? Instead, you want to spend money where 

properties are being sold every day. That’s where you want to spend your money. That’s why this 

is so important. On the following page, there is an example of a school report.  

To create your own school report, go to the Investor Agent Module Two-Course Page. 
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ZipCodes.com has data for almost every single zip code in the continental United States, including 

Hawaii and Alaska. This is another source of data for your Investors to use to determine where 

they’re going to invest. 
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Here’s Allegheny County, but within Allegheny County, there are 60 cities, so probably 60 Zip 

Codes. Let’s click Pittsburgh, the biggest city in western Pennsylvania. 

 

 

Total population is 305,000, male and female not that far off, median age 33.2 – that’s pretty low. 

Allegheny County used to be a really elderly population, but the demographics have changed. We 
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find race information, the median age for females and males, and you can see that females here are 

generally older than males. 

We see total number of households, and can notice that family households represent a bit less than 

half, in Pittsburgh. We also see average household size and average family size. Good data to have. 

 

B. Finding	the	Right	Neighborhood 

 

Now that you have located the right town for flippers or investors buying rentals, you must now 

locate the right neighborhood.  

 

Here’s another of my favorites. This is a list of data, related to EDD (which is the US Postal 

Service’s Every Door Direct program). When you type in a Zip Code (23662 for Poquoson, VA), 

we find a little water community on the bay where almost every property is waterfront or has a 

water view. I think there are only about 17,000 people in the entire community. 



16 Path to Prosperity – Investor-Agent Workbook 

 

But here is where this gets important. We can see the carrier routes within this zip code. There is 
a business route as well as residential routes. You can see how many housing units are in the 
different routes, what the average household income is for the different routes and what the median 
or average home price is for the different routes.  

If you are flipping properties, where would you want to be in this map? You might want to be in 
the range where people make $62k annually and the average home is worth $400k. Or on the route 
where people make $64k and average home value is $314k.  

You may not want to be flipping in the route where people average $47k with $202k home values. 
You still could, but if you are flipping anyway, why not target areas with more income and more 
value in the homes? 
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This is a Pennsylvania zip code. I know it well. You can see there are a lot of apartments in this 
area. It is called West View. This one has 177 units in one carrier route, with an occupancy of 393 
people. That is an average of a little more than two per unit. Average income is $33k with $114 
average property value. 

If you work with Investors looking to buy rental properties this would be very important 
information.  

Notice the three high rental areas in the Apartment Count column. You can see salaries are not too 
bad out here. Property values aren’t too bad.  

This is a list of data of Every Door Direct. This is an awesome resource. I use it all the time. If you 
do mailers, I suggest you take advantage of this service. I like to do letters that are targeted to 
particular demographics. Personally address them and get the salutation, and make that personal. 
And use the carry routes to determine where they go to. 

In Module Four, we’ll talk about doing what’s called “direct mailing” to attract business. It works 
like a charm. We’ve sent mailers out to certain zip codes, or certain carrier routes by zip codes, 
and gotten as high as a 50% return call rate. 

That is just unheard of in our business. Most of the time it’s 2-3%.  

However, I’ve never gotten a return call rate less than 10%, because I highly target who’s going 
to get my letters. They’re very niche-specific, and that’s how you can create such a high open rate 
and return call rate. 
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This objective data is comprised of facts and statistics about the local population, collected by the 

U.S. Census Bureau. It describes the age, sex, income, home value, and whether the household 

owns or rents. This information is very important as, it deals with the facts gathered during the 

census. 

There are five sessions to this course. Some are a little bit more in-depth. This one has given you 

broad brush strokes on how your Investors will be locating specific areas in which to invest. 

When you grasp this first part – how and where and when your Investors are finding the townships 

and the neighborhoods to invest in – everything else will make a lot more sense. 
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Use the following methods to determine the right towns and the right neighborhoods for 

investors 

a) Flipping homes 

b) Buying rentals 

This is one example of a planning commission that we use to determine the right neighborhoods 

for either flipping or buying rentals. Every county and every city has its own planning 

commission. You have to determine what your planning commission is. They are all different. 

Use “spregion.org” and the instructions I provide below as an example of how to do this. This is 

the first step in locating properties to flip or rent. You will learn how to analyze specific 

properties in later modules.  

 

 

Next is spcregion.org. This is a southwestern Pennsylvania Commission.  
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Let’s pick Avalon Borough and we’ll see what can be learned from this type of website. 
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Eleven pages of population data. This is extremely important to your investors so it should 

extremely important to you. If you know this stuff, just imagine how much credibility and respect 

you’ll get from your Investor clients when you know what they know. 

2010 Census data is available nationwide online for most regions of the country. I prefer to use 

this format because it is already complied, structured, and organized for me. If you go directly to 

census.org you may have to do a lot more work to get the same level of detail.  

We can see from this report how many people are in each age segment. In Avalon, a high 

percentage are aged 65-69, as well as 70-74. There’s a dip in the 60-64 range, but pretty good 

numbers around 25-29 and 20-24, and 30-34.  

If you’re supporting Investors buying rentals, this is good information. A lot of people in those 

prime rental age groups live in Avalon.  

You will also find data on: 

 Population of households in group quarters 



22 Path to Prosperity – Investor-Agent Workbook 

 Population of group quarters by type 

 Total number of households 

 People over age 18 

 People under age 18 

 People over 65 

 Vacant housing units 

 

You think that would be important to your Investors? You betcha!  

You can also find data on occupied housing units, owner-occupied housing units, and renter-

occupied housing units.  

When you see a two-thirds/one-third ratio (in other words two-thirds of the inventory is used for 

rentals and one-third is owner-occupied), that’s a great ratio for Investors who want to buy rental 

properties.  

 

 

If you work with an Investor who wants to flip properties, you want to see this reversed – two-

thirds ownerships and one-third rentals. Does that make sense? Of course it does.  

You need to know and understand these principles. The data is individual to each subject area, 

relative to the county, relative to the region, relative to the state, relative to the United States of 

America.  
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You think that information might be important to your investors? You better believe it! So earmark 
this website and find the one that’s appropriate for your communities, wherever you are in the 
country.  

* * * 

Not only can you see population by age broken down, but you can also find place of birth, marital 
status, ancestry, disabilities. 

 

 

Think for a moment about the “non-institutionalized population with a disability.” They are not 
institutionalized. They are living at home, but they have a disability. The reason this may be 
important is, right now the American Disability Association is offering grants – and there are 
groups out there, quasi government agencies, who are offering rental assistance to people with 
disabilities. You can sometimes get two or three times more rent in a unit that meets ADA 
requirements. In other words, if you have a unit renting for $500 per month and it’s ADA compliant 
you can possibly rent it for $1500.  
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Here is even better news, the ADA will give the tenant a grant to do any remodeling. Building 
ramps, putting grab bars in showers. You don’t have to spend a dime. You just sign a paper that 
says you approve it, and when they move out you have the option of having them remove all those 
modifications or leave them.  Well, by all means I would leave them. That is why this information 
is so important.  

 

 

You can also find salary information. Average income with earnings for the past twelve months. 
Social Security income, supplemental income, public assistance. When you see a neighborhood 
where very few people get public assistance, you can conclude that it is probably a very desirable 
area to invest in.  

When you find a population with salary range between $60-100k, that is a very good deal for 
people looking to buy rental properties in the township. People on average make a lot of money in 
this township. 
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In addition to marital status, you can see a breakdown by: married couples, female householder, 

male householder, median family income. The list just goes on and on and on. Employment status, 

how many people are employed and unemployed. Imagine why this is so valuable to your 

investors. That’s why it’s so valuable to you. 
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Here’s another income chart.  The number of people earning these income brackets here, usually 

in five thousand dollar brackets. 
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We also have the housing information on the physical building themselves. The percentages of 

when they were built. You can see Avalon is a somewhat older community, but not too old.  

The bulk of the properties, actually half of them were built before 1939, which is important because 

in the 1940’s World War II era, cinder block construction began. Builders started putting in BX 

wiring – which is a ground wiring systems. Prior to that they had a lot of sandstone foundations. 
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You can see a decent number of homes were built in the 1940s, 1950s and 1960s. A lot of rental 

properties do tend to be older. It doesn’t mean they are bad properties, they are just older. A lot 

have been remodeled, most in fact.  

 

 

 

We can also see housing units with a mortgage, what the mortgage is, the percentage of the 

mortgage. Rental income. Gross percentage of household income. You can see from the data most 

people are spending, while doing a good job of keeping their expenses in check. 
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Now we’re going to talk about the specific neighborhoods within those towns. Neighborhoods that 
are appropriate for your investors. Most investors are looking to develop cash flow. They want to 
be in rental areas that are more inclined to cash flow well. In the chart below, that’s going to be 
the “C” neighborhoods. We’re going to talk about A, B, and C here in a second.  

Some of the appropriate neighborhoods will spill into the “B” areas. When it comes to people who 
are flipping properties, they’ll be predominantly want to invest in the “B” areas, and some of that 
will spill into the “A” areas.  

The “A” areas are typically luxury homes.  In some areas the “A” neighborhood is going to be 
$500,000 and above. In some areas, it’s going to be $2 million and above. There are others still 
that are actually going to be $6 million and above, if you can imagine that.  
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If you go to your Multi-List System, you can do an advanced search.  

What sold in the range of $0 to $500,000?  

What sold in the range of $500,000 to $1 million? That may need to be broken up into multiple 
ranges. When you get to $1 million and above, that will dwindle – unless, of course, you’re in 
Southern California, where everything seems to be over a million dollars. 

But when you get to say, $2 million and above, the air is thin up there. There are not as many 
properties, not as many people, and consequently, things move slower at that range. It’s a lot more 
difficult to make money investing in the “A” neighborhoods. You can do it; you can flip in these 
neighborhoods when you’re in a hot market. 

A hot market could be applicable to a middle-range neighborhood (that’s middle-class and upper-
class). You’ve probably noticed, in an emerging economy, usually things rebound at this level 
first. Every now and then we’ll see a trend that’s contrary to that – where the affluent 
neighborhoods kick things off first – but that almost never happens. 

As a result, it will be very difficult to make money buying properties for renting. These almost 
will never be cash flows; sometimes they’re negative cash flow.  

 

“A” Neighborhoods 

Some people do buy these properties for rentals, and generally they are just looking to bury their 
money. They’re looking for a placeholder, to keep their money in a holding tank, and for some 
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reason they’re okay with taking a loss. I don’t care – they can call it a paper loss all they want. A 
loss is a loss. 

All of the loopholes prior to 1986 are gone. I usually do not recommend investing in “A” areas for 
either flipping or renting. It is very risky to tie up a million dollars. If things don’t go right, you’re 
going to feel that pain a lot more than you would in a $150,000 house, I can promise you that. I 
don’t care who you are; it’s going to hurt. 

 

“B” Neighborhoods 

“B” neighborhoods are your middle class. Again, it depends on what area of the country you’re in. 
In parts of California the middle-class earns $600,000 annually. There are parts of Georgia and 
Texas however, where middle-class is $60,000 right now. 

That might be a little aggressive, but the median, average home value is what you want to look at. 
If you’re flipping, you want to be at that level. You can go down a little bit, slightly below it, and 
you can go slightly above it.  

In an emerging economy, I would push a little bit. I would start here and maybe push up, push the 
upper boundaries of that middle class range for flipping. You’ll see why, because as prices are 
rising, you want to lead the market.  

Last quarter, average home prices were $215,000. When prices are rising, you want to push it to 
say, $225,000 to $235,000, or maybe even $240,000. Push it by about 10%. 

In a declining economy, you have to price down to be in front of the curve.  

If the average home price last quarter was $215,000 in your area, you need to drop your price to 
about $199,000. If you don’t get there, leading by the right price, you will eventually get there by 
lagging, stagnating, and price-dropping – basically harming your client.  

I know clients have a lot of influence. I understand. But you’ve got to learn techniques to speak 
with and negotiate with your clients, so they don’t hurt themselves. If you do, you will have a 
friend for life. 

With flipping, you want to be right around that median home price mark. That’s where you’re 
going to get the most traffic. 

 

If you look at stats in your MLS system, you can fine-tune it to see what areas are selling the most 
– the highest volume in the shortest number of days. Days on the market should be shorter than 
average, and number of transactions should be higher than average. 
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“C” Neighborhoods 

These are generally lower-income areas, or below middle-class. This doesn’t mean they’re bad 
areas. They are just populated by people who don’t have the financial resources, income, or wealth 
to be in middle- or upper-middle- or upper-class. 

Typically these neighborhoods are populated by renters. There are plenty of people out there who 
have lower incomes who are good renters. They’re great, and they’re going to be in these types of 
neighborhoods. You can squeeze up in the upper bands of the C-grade areas, and you can squeeze 
into the lower bands of the B-grade areas when you’re renting. 

What will happen is your ratio of rents to cost basis is going to start to suffer, which means your 
cap rate is going to start to suffer (cap rate being your net operating income divided by the cost 
basis of the property that you’re purchasing).  

The lower that number, the less rent you’re bringing in, but also the less risk. The higher that 
number, the more rent you’re bringing in, but the more risk. That rent is going to cost you more 
time and energy to collect.  

Those properties will be more management-intensive. If your investors are in an area where cap 
rates are at 15%, that’s okay. They just need to understand they’re going to have to work harder 
for that 15%. They’re going to work far harder for their rents, versus an area where the cap rate is 
closer to 10% and below. You’ll have better quality tenants, less problems, less management-
intensive, but you’ll also make less money. 

So for rentals, particularly for investors who are starting off, I recommend going in this range. 
Now every investor will have his own agenda. They might say, “I don’t care what you say. I’m 
investing in rentals in this area.” That’s great; they just need to understand that their gross monthly 
rent multiplier may only be 1% of the purchase price, whereas in the “C” neighborhoods it may be 
2%. 

In other words, if a $100,000 building brings in $1000 a month in rent, that’s 1%. A $100,000 
building bringing in $2000 a month in rent, is 2% of the gross monthly rent multiplier.  

It is a matter of cash flow.  

I recommend higher cash flow properties. I am not afraid to say I started off building my portfolio 
in “C” neighborhoods.  I pushed up a little bit as the years went on, buying larger complexes. But 
all of the investors I represented almost inevitably ended up in this area.  

But I do not advocate dropping down below this area. 

The next lower band is C-minus. Every now and then you will notice a boarded-up house on a long 
street or somewhere in the neighborhood. If there is one, no big deal. When there are multiple 
boarded-up houses, you are getting into what we call “warzones.” I don’t advocate investing there.  

I recommend C-grade neighborhoods for investing in rentals.  
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Not C-minus – the war zones. If you see cars on blocks, boarded-up houses, empty lots with trash 

thrown all about, and you don’t see anyone out walking around, that’s an issue. You need to find 

neighborhoods to invest in where there’s foot traffic. People are walking. People are jogging. 

People are cutting their grass and trimming their shrubbery and keeping up their cars outside, and 

keeping the yard free of debris and all that kind of stuff. It doesn’t mean they are better 

neighborhoods, it just means there are good people living in those lower-income neighborhoods. 

 

A-B-C properties, avoid the war zones.  
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Before you proceed, use the tools mentioned above to identify appropriate town and 
neighborhoods just like your Investors would do. 

When you know how the tools work, you will know how your Investors work. This will give you 
a lot of credibility respect from your Investors. You will get repeat business. That’s what this is all 
about! 

Business with good quality Investors who have money and are looking at decent properties.  

Not war zone properties, decent properties where you make decent commissions. 

You can cash Real Estate commissions checks for $20,000, $30,000, $40,000, $50,000, even 
$60,000 from an individual Investor using these techniques. It can be an ongoing, recurring 
income. Over and over and over again. 

 

If you have questions as you work through this module, please visit myinvestmentservices.com, 
call 1-800-931-2605, or email Support@MyInvestmentServices.com. 
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Module	Three: 

Types of Properties 

 

Let’s do a brief recap. This course is for people looking to build additional income streams either 

through investing in Real Estate or getting a license and representing other Investors, perhaps even 

representing themselves.  

There is a lot of potential when you learn to use your license as an income-producing asset. You 

can leverage it because you’re already doing the work. You’re either representing people or 

investing, or both. I’ll show you how to control that… to build additional income streams… 

without more work. 

In Module Two, you learned to identify first towns, and then specific neighborhoods to invest in.  

Now we’ll learn how to target specific properties and learn the three strategies for Real Estate 

investing. The three most popular forms of investing are: 

 Flipping 

 Renting 

 Wholesaling 

You want to be prepared when representing your Investors, but in the most efficient way possible 

so they make a lot of money, and you make a lot of money. 
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REO: the accounting term banks use to categorize properties they have taken back in foreclosure. 

Short Sale: properties that are technically in default but have not yet gone through foreclosure.  

Estate Sale: usually the result of a homeowner’s death. When sibling children inherit, they often 

see dollar signs and are hopeful for a windfall. The reality is that the inherited home is usually old 

and needs a variety of repairs, systems upgrades, or just downright remodeling. 

 

You’ll learn how to decide which properties are appropriate for flipping versus renting. Between 

wholesale, flips and rentals, you can use just about any kind of property if the terms are right. 

Depending on where you are in the country, your area may have a lot of REOs, or Short Sales.  

Perhaps you live in Houston, Texas, certain parts of Georgia like Macon, or Jacksonville, Florida. 

Many areas in North and South Carolina, and even Virginia, are still digging through a lot of bank 

inventory. 

Other areas have made dramatic improvements. They’re in a reemerging economy, but some 

emerge faster than others because they started the recovery phase earlier. 

Phoenix, Arizona was through the roof last year, and the same with Southern California. Areas 

like Laguna Beach appreciate at 15% per year annualized. That is amazing. 

Other areas like western Pennsylvania never suffered much. The economy held fairly stable, yet 

there were certain pockets where people were outbidding each other for properties. Most of the 

bank-owned inventory is gone there. 

Go to Investor Agent Home Course Main Page and scroll down to Websites for tool box 1 where 

you will find tools and instructions to help you locate estate sales, foreclosures (REOs) and other 

properties in bankruptcy, short sale, divorce, and landlord-tenant cases. 
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Module	Four:	 

Targeting	and	Locating	Properties 

 

A. Targeting Properties 

 

 

In any case, the information is valuable. If you’re working with Investors who are flipping, 

typically the best opportunities are going to be REOs, Short Sales and Estate Sales, because the 

properties can be purchased at a favorable price relative to the surrounding market. 

Granted, these properties will need work, but that’s what flippers do. They intend to work on 

properties and improve them.  

Let me show you where your Investors are going to find properties, whether they work with you 

or not. 
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B. Locating Properties 
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Next, let’s look at HomeSteps. These are Freddy Mac, HUD, Fanny Mae, and VA homes. Fanny 

Mae and Freddy Mac are essentially quasi-government agencies. The VA is a direct underwriter. 

The bottom line is your Investor clients will be able to go to these sites and find properties. 
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The reason you need to know this is they’re going to call you and say, “I saw this home on the 

HomeSteps. How come you didn’t send it to me on the Multi-List?” 

Sometimes you can determine the Multi-List is not up to date with HUD, or Freddy Mac, or vice 

versa. Essentially, you need to know how these sites work. They’re very simple, very easy to use. 

When your client calls you, locate the property on the Multi-List, or the county database 

(whichever is most appropriate), and see if you can determine what the scoop is. 
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These are your VA properties. Again, very simple to use: state, city, zip code, number of beds, 

number of baths, price range. You can find any VA property out there that you could possibly 

want. More importantly, your Investors can and will as well. 
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I recommend you learn how to work with Fannie May and Freddy Mac, and learn their particular 

protocols. I used to service all of those guys. Each is different, and there’s a lot of extra paperwork. 

When working with these agencies, you won’t normally use your own forms from your own board 

of realtors. Instead they will have forms you must use. 

These sites have a lot of properties that have been up for a while. They still do in some parts of the 

country. I personally believe they are one of the more difficult to work with. I hate to say it, but 

that’s been my experience. I’ve sold probably well over 1,200 REOs. 

That’s without servicing those guys directly. That’s just me representing buyers. I actually ended 

up servicing some of these guys towards the end of my REO days and I hated it because they treat 

you like dogs, and you work really hard for a lot less money. 

I’m making a lot more money servicing my Investors than I ever did working for these guys. I’m 

not saying you can’t make money doing it, but be ready to work your you-know-what off, seven 

days a week. It’s just crazy. 

I actually built a brokerage team around this stuff. They are non-forgiving and they are not pleasant 

to work with. There, I said it. That’s HomePath. 
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Where else are your investors going to be looking? You probably can think of a handful right off 

the top of your head. 

They’re going to be looking at Zillow. You would think Zillow is taking over the world, the way 

they’re operating. They’re able to, through VOW systems (virtual office website) and some other 

technologies scrape data from the Multi-List System, from those other sites I already showed you: 

HUD, HomeSteps, HomePath and VRM. 

Zillow makes this data available for all your consumers to see. For a fee, Zillow will send you 

consumers and hopefully you’ll get leads that work. I’m not telling you to do it, I’m not telling 

don’t do it. 

But I will tell you: you don’t need those guys.  

You may think you do, because they make it easy for you, because they’re bringing together 

consumers for you. But do the math. Spend the money, see how many you actually close, and then 

see what you get through your own efforts, with the skills I teach you here in this process. 

When you work with Investors on a regular basis, they aren’t just leads. They are Investors who 

are ready to buy, and who have money. And they’re repeat customers. Why would you not do this? 
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These Investors are using Trulia, Realtor.com, and individual broker sites like Caldwell Banker, 

Keller Williams, and Remax.  There is reciprocity among these sites. Keller Williams shows 

Caldwell Banker properties, and Remax shows Century 21 properties. Even the smaller brokers 

participate. 

I’m a broker in multiple states. I’ve owned companies and merged with some of the bigger ones. 

That allows me to retire.  

Essentially, your consumers will find properties from a lot of sources, including Craigslist and The 

Green Sheet and the Penny Saver in the newspaper. Most newspapers now even have an online 

real estate section. 

Your potential clients will get information about properties all over the place. But you want to 

train them to get their information from the Multi-List System, because it’s the primary source of 

all the other data. 

In other words, Trulia and Zillow and all those other guys base their information on MLS listings. 

They are very good at adding new active listings as they come on board, but they’re not very good 

at taking them off when a property goes under contract or gets sold. 

You will have to work with your Investors and condition them not to rely on those other systems. 

They should focus on the Multi-List System, because it contains the most accurate data. 

I’m not saying you should tell them not to use other systems. But caution them to take those other 

site’s listings with a grain of salt. They need to rely on data you can supply from the Multi-List 

System. 

 



46 Path to Prosperity – Investor-Agent Workbook 

 

 

I discovered this several years ago while servicing multiple asset managers and large banks around 

the country. I was a banker for years and knew how to sell a lot of REOs. I had already sold over 

1,100 REO properties before I even met these guys in 2007. 

But afterward, I was breaking records and all kinds of neat stuff. Let me show you how it works. 

Say you want to find a local bank. I’ll explain why this is important in a second. Let’s use one in 

Hampton Roads, Virginia:  Towne Bank.  
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The first result is what I want. Towne Bank, headquartered in Portsmouth, VA. 
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We see a troubled asset ratio. Towne Bank’s troubled assets are shown in gold and the national 

median is in blue. You can see around late-2010 to early 2011 Towne Bank was in a little bit of 

trouble. They had more troubled assets on their books compared to the national average.  

Why is this important? Because these are banks you can approach to get listings to sell to your 

investors!  

You get some actual numbers here. This is the basic health of the financial institution.  

I suggest using smaller, sub-regional, independent banks. If you try to go after the Wells-Fargos 

and Bank of Americas (and the big underwriters Fannie Mae and Freddie Mac) there are literally 

thousands of agents clamoring and clawing for those guys’ attention. 

If you work in an area with local, sub-regional banks (particularly ones you do business with) 

check them out on this website.  
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If you see the gold line going way up relative to the blue line, go visit them the very next day in 

person. Wear your best suit and take a briefcase. Show them what you are doing, what you are 

able to do and tell them, “Just give me one asset. Let me sell it. Let me show you what I can do.” 

Let’s try another bank. First Commonwealth. 

 

 

 

You notice how the troubled asset ratio is consistently higher than national average? 

Now let’s compare. The first one was in Virginia, and the second in Pennsylvania. Look back at 

2009 and 2010. You better believe these guys had troubled assets! And guess what? I approached 

them and did a lot of business because I used to split my time between Pittsburgh and Hampton-

Roads. Now I’m all over the place including Southern California and Florida.  

But if you stay close to just one location simply search your local banks. Approach them.  
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*By the way, western Pennsylvania has pretty much liquidated their default asset problem, but 

Hampton-Roads has not. Hampton-Roads is still digging out of a lot of defaulting loans with short 

sales and REOs. Same thing with parts of North and South Carolina, as well as parts of Georgia, 

Florida, and southern California.  

Dramatic price escalations are happening in southern California and Phoenix, Arizona. Texas is a 

mixed bag – in some areas I swear you can buy houses for less than the cost of a good car, but 

others are doing really well. You just have to study your specific area(s). 

 

The guys at American University put that together, and they are still at it. I love BankTracker. 
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Module	Five: 

Flipping 

Some of the properties you and your Investor clients discover will be great for flips, but not for 
rentals. At this point, however, you want your clients to buy properties that are already in service, 
up and running, rented, and showing an income. Investors buying empty, boarded-up rental 
properties that need a lot of work will have a hard time getting financing. Banks right now want to 
see properties showing a cash flow on day one. 

The bottom line is, he who masters the discipline of proper property analysis will become the 
master of profit. 

The most important term to learn when it comes to flipping properties is the ARV – after repair 
value. 

If you have an Investor in a neighborhood where the average home price is $200,000, then the 
MOST your investor should have tied up in that property is 70%, or $140,000.  

He can purchase it for $139,000, put $1,000 into the property and then sell it for $200,000. He’d 
have enough room to pay the overhead for selling (commissions and closing costs) and make a 
nice profit. 

That 30% cushion is where the profit and overhead come from.  

Yes, you can flip with a lesser profit margin. Yes you can flip with a greater profit margin. 
However, you should not get in the habit of going below that 30% mark. Stay above it… well 
above it: 30%, 40%, 50%. 

In my history, I’ve had flips sold where the cost basis was only 30-40% of the total. That’s pretty 
awesome. It doesn’t happen a lot, but it does happen. 

 

When you add the cost of 

purchasing a property to the cost 

of rehabbing it, the total MUST 

NOT EXCEED 70% of the After 

Repair Value (ARV). 
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ARV 

You need to write this down and memorize it.  

ARV is the market value of a property relative to its neighborhood.  

If an Investor comes to you and says, “This is a $200,000 neighborhood. I want to buy this property 
for $180,000 and make a profit,” you should caution them. They will wind up spending that 
$20,000 paying you and the closing costs. That’s the ARV.  

 

Step by step instructions for working with flippers 

We want our Investors to be conditioned to do as much homework up front as possible before they 
(or you) ever set foot in the car, burning up your gas and your time. 

The worksheet on the next page is the exact plan I follow when I make all of my investments. It 
is the plan I use when teaching several hundred students, and it is the plan I follow when I teach 
real estate agents how to work with investors. 

It is a good plan. Follow it.  
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STEP BY STEP INSTRUCTIONS FOR WORKING WITH FLIPPERS 

1. First we will have a telephone conversation to establish your investment goals. At this point 
you need to have available cash or credit to continue. 

2. Send your name, email address, and phone number to me at:  
support@myinvestmentservices.com 

3. Set up your search criteria on the MLS system. 

4. Initially you will get an email with a link to the MLS system. The first property matching the 
search criteria will be shown with a drop-down box at bottom left allowing you to scan 
forward to other listings. You will receive the “FULL” listings. This first email will consist 
of several hundred listings. 

5. Next, you will separate the good from the bad. Your objective is to narrow the list down to 
about 30 properties. 

Compare the list price to the market values for the area. The list price should be below the 
market value. 

Look at the photograph(s) of the property, the lot size, room sizes, and other characteristics.  

This will take a few passes. As you narrow the list also use the county website for further 
research. This is a process that you will get better at with experience. 

6. The resulting list of 30 or so properties is your drive-by list. Now you will drive by the 
properties to further narrow your search down to 10-15 properties.  

7. At this point you will email me the remaining properties.  Send the MLS numbers in a 
comma-separated list.  I will review your homework, making notes, and help you narrow the 
list down further. This will typically result in 7 final properties. 

8. Now you will schedule an appointment to go see the properties. 

9. After viewing the properties you should have a list of 4 or more properties that you will fill 
out the MAO and Cost Sheets for. Sometimes you will do this for all the properties.  

10. I will review your list with you and help you decide which properties to make offers on. 

11. Fill out the “Offer to Purchase,” make a photocopy of your hand money check, and provide 
both with proof of funds to me. 

12. Now you make the offer(s)! 

Need more advanced help?  Contact me at: 
800-931-2605 

Support@MyInvestmentServices.com 
MyInvestmentServices.com 
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This is where your ability to turn a profit to make the most money, to make more money and not 

more work, is going to be dependent on this 12-step process. This is exactly what I use to actively 

invest myself, without any assistance. 

Furthermore, it’s what I have taught my Investors, face-to-face. Now I teach them online. I do 

some live teaching, but quite frankly, I no longer need to travel as much as I used to. I live out on 

the water. I go out on the water every day, and thanks to technology, I’m loving life right now. 

If you follow my system, mark my words and write this down, I promise you will make more 

money and not more work. Your Investors will do the work as you guide them. 

First you will have a telephone conversation with your clients. Later I’ll show you how to get 

clients, don’t worry. That’s Module Nine. 

At this point, your clients need to have available cash and/or credit, no exceptions. If they can’t 

prove to you that they can qualify for a loan and they can’t prove to you that they have cash, don’t 

work with them. You’ll be wasting your time. 

Do not violate that rule, period.  

Next, after you’ve pre-screened them by telephone, they will send you an email with their name, 

email address and phone number. 

After that, you will set up a criteria search on the multi-list system: what areas to invest in, what 

type of properties they want to flip, or how many units in a property to rent (2-4, 5-10, 11-19 units).  

You need to get that search narrowed down. 

Give them the full listing with all the information possible.  

Right about now, you’re probably thinking, “Hey, Gary, that sounds different than what I was 

taught about from my broker and my classes.” I know it is. You’ve been taught how to work with 

owner/occupants. Those rules of engagement are completely different from the rules of 

engagement of working with an Investor. 

I teach classes on working with owner/occupants, but when you’re working with them, you’re 

doing more of the work and you’re prescribing the properties to them.  

Here, your clients should be doing the analysis and prescribing the properties for themselves. You 

give them everything on the multi-list system, all the data, all the listings. 

If they work with me and I’ve trained them, and I hope that I have, I’ll teach them the same process. 

They’re going to know how to go through all the properties to save you a lot of time. 

They’ll start by going through the properties. Their objective is, regardless of how many they start 

off with, even 300, it doesn’t matter. They’ll narrow it down to about 30 properties in the 

beginning. 
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If they only have 30, maybe they’ll narrow it down to 10. Essentially their job is to look at the list 

price relative to market value. At this point, the searches need to be confined to certain 

neighborhoods. You need to know the market value, and so does your client. 

If that list price is below market value, it’s a keeper. It stays in the good pile. If not, it goes in the 

bad pile. Don’t even look at it again. You’ll know more about why in a second. 

List price, in and of itself, is meaningless. But relative to market value is what’s really important. 

Why spend your time looking at investment properties when you already know you’ve got good 

properties below market value? In the case of flips and rentals, the properties need to make sense 

economically from an income/expense standpoint. We’ll cover that later. 

Once your Investor clients separate the wheat from the chaff, that should narrow down the list by 

half. Now they will go look at photographs of the property, the lot size, the room sizes and other 

characteristics. 

This will take several passes, but they will narrow down the list to just those that have the greatest 

prospects of becoming a good flip.  

 

If you notice, we have not yet actually talked about going to the property and looking at it in 

person. We’re not even close to that yet. This is the high-percentage shot approach. 

Will some good deals slip through the cracks? Yes, they will. But would you rather spend all your 

time going around in a car looking at properties that might be decent or might need a lot of work, 

only to find out they will never make sense as a flip prospect? 

Why would you spend time with properties that don’t exhibit the characteristics we’ve discussed?  

If they’re retail priced, chances are the owners don’t have to sell. It’s not like REOs, Estate Sales 

and the pre-foreclosure Short Sales. 

Your client will be narrowing these properties down on their desktop first. Once that list is 

narrowed down, then and only then, do they do the drive-by on their own. Not with you, not asking 

you to do it. 

Whenever your Investor doesn’t follow one of these steps, you need to correct them right there on 

the spot. If they do it again and you correct them again. But on the third time say, “Why don’t you 

just bring me a deal?” They are not the kind of people you want to work with. 

What I means is, “You go do all the work and I’ll tell you if I like it or not.” That’s crazy. That’s 

a horrible waste of your time. Don’t ever do that.  

Follow this program and your Investors will be doing the work with you there to guide them.  

Now that your Investors have narrowed down the list of properties, they do a drive-by. This should 

help them narrow down the list again, to maybe 10 or 15. At this point, they should send you a list 

by email with the MLS numbers, separated by commas. 
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This way, all you have to do is simply cut and paste the MLS numbers. If the Investors give you 

physical addresses, or partial addresses – all that stuff on scraps and pieces of paper – you’re going 

to spend hours trying to figure out what properties they’re talking about. 

Simply tell them, “These are the instructions. They’re very simple. You need to give me the Multi-

List numbers of the final 10-15 properties.” 

At that point, you’re going to review their homework. This is where we get a little stickier, because 

some people say, “You’re not supposed to be steering them.” 

We’re not steering them. What we’re doing is guiding them. As a licensed Agent, and possibly a 

Broker, you have a responsibility to look out for your client’s best interest. 

If they give you 10-15 MLS numbers, you want to try to cut it in half again for them. Narrow it 

down to say 6 properties on average. It doesn’t make sense to go out to look at 10 properties. The 

human brain is incapable of digesting and compiling and organizing all of that data. 

6 is the magic number. Sometimes it’s 7, sometimes it’s 5, but on average it’s 6. 

Narrow down their list to 6 properties. If you can’t (in good conscience) eliminate any of the 10-

15, then you need to create a List A and List B. 

List A is the ones you most likely think will be the best prospects for making money. List B is the 

least likely. If you strike out on the A list, you can always go with the B list. 

Then you schedule an appointment to actually go see the properties.  

Every week of my life for years, I worked on the following schedule:  

 On Wednesday of any week, I sent an email out to my active buyers.  

Typically, I have anywhere from 6-10 buyers at any given time. I wouldn’t work with all of them 

at once. I would work with four at a time and tell the other guys they’re going to be on hold for a 

week or so. 

I can do 6 in a week, but then I’m really cutting into my personal time, and I never like to work 

Sundays, so I didn’t. I didn’t want to work every night of the week, so I didn’t do that either. I did 

a lot of stuff in the afternoons. 

A lot of investors are willing to take off an afternoon to go with you to look at properties. I did 

usually four afternoons a week and a half a day on a Saturday. That’s all I did. 

Every time I went out, probably greater than 90% of the time, we would find 1-3 deals we would 

make offers on. My offers had an average of 60% acceptance rate after negotiations. 

In any case, send an email to your active clients. 

“Here’s my schedule for next week. First come, first serve.” 
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You can see how you’re conditioning them to follow your instructions, follow your lead and follow 
your guidance. 

You’re controlling the scheduling. They’re controlling which properties they select. The bottom 
line is you’re the driver of the bus, not them. 

Once you view the properties, you should have a list of four or more properties that you will fill 
out the MAO (maximum allowable offer) and Cost Sheets for.  This is a critical step. 

On flips, you’re going to fill out the MAO sheet. Essentially you take the market value of the house 
relative to the neighborhood. Let’s just say it’s $200,000. Knock off 30% for profit and overhead. 
That takes you to $140,000. 

Then you knock off the cost of rehab from the $140,000. Let’s say it’s a $30,000 rehab job. What 
that means is now $110,000 is the most you can offer on that property.  

Would you start off offering $110,000? Most likely not. 

In an emerging economy, I probably would. If prices are on the run up, I would be a little more 
aggressive. If prices are falling, then first and foremost be flipping. If your client is a gutsy person, 
you want to go down a little more. 

That’s how that works. That’s the MAO, and we’ll talk a little more soon. In any case, tell your 
clients to fill out the MAO and have it back to you that evening.  

Then you’ll go over it with them. 

Here’s why. What you’re trying to do with them at this point, between steps nine and ten, is to 
categorize final properties. It could be the 1-4 most likely to profit from, or 1-4 least likely to profit 
from. You create the expectation that an offer is going to be made. Because guess what, an offer 
is going to be made. 

You wouldn’t be out with these guys if they weren’t ready, if they weren’t prequalified financially, 
if they didn’t have the money. They’re hungry, they’ve done a good job analyzing properties 
online, analyzing them in person. They want to make offers, and you’re the person to help them 
do it. 

What you do is get rid of the properties that didn’t make the top cut. Keep the top 1-4 and discard 
the rest. They’re just going to take up space. Get rid of them. Your client is not going to buy them. 

Let’s say your client comes up with two or three properties, but is only going to buy one. Here’s 
an opportunity for you to make more money. 

This client is going to buy one of them. You can take the other one or two and tell the client, “I 
want your understanding that if you don’t buy this property, I’m going to recommend it to another 
Investor.”  
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All the work has already been done. You can easily make someone else happy by saying, “I went 

out with an investor, found three great deals, but we’re only buying one. Here’s one of the other 

ones. Want to take a look?” 

This is an example of leveraging your time (based on work you’re already doing) to make more 

money without more work. 

Here’s another approach that works well: 

Before you leave the scene of your property search, throw down your tailgate or use the 

hood of your car or stop at a local coffee shop. Lay out the 5, 6 or 7 properties you saw. 

Go through them and say, “After our initial review and our initial notes, which ones do we 

determine are the ones that we want to go after? Let’s get rid of the rest.”  

That’s a powerful psychological tool that keeps them engaged. The expectation is we’re 

going to make an offer after we do our analysis, our number-crunching. That’s why you 

have such a high-percentage shot of making offers and getting offers accepted and getting 

paid. 

That is the nut in the shell right there, if you follow this procedure. You now know how I was able 

to make so much money and do so many transactions. Literally, it was not unusual for me to do 

50 or 60 transactions per year. One year I did 110 transactions. With no assistance. No admin help. 

I did it myself. All of this. And you can do it, too. I didn’t work Sundays and I didn’t work every 

night. I still had my free time. 

In any case, you’ll step through this process, and determine which property (or properties) the 

client is going to make an offer on. Your commitment is to write those offers up and have them 

sitting in the client’s email inbox first thing the next morning. 

You’re going to write up the offer that same night you visited the properties with your client. The 

client is going to receive the offer in the morning, sign it, and send it back to you so you can present 

the offer to the seller. 

The client also needs to give you a photocopy of the check. You should already have proof of 

funds. That’s how the deal is done. That’s how you make money working with Investors. 

Hopefully your jaw is dropping and your eyeballs are popping open. You can see how this 

approach is so much better than what other Investors are trying to do to you. Their approach is 

horrible. You spend all the time, energy and money and they sit back and get to pick and choose. 

That’s crazy.  

When you and your Investors use my approach, you’ll also both make more money. You and they 

will also spend less time – because this is the high-percentage shot routine, not the shotgun routine. 

That’s the big difference. 
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Making Offers 

This is where the rubber meets the road. 

You have come a long way and now it is time to make the offer. You cannot violate the maximum 

allowable offer (MAO). If you trespass beyond this line you will be tempting fate and less profit. 

The MAO is the most you should offer for a property.  MAO is the ARV of the property less your 

30% profit margin, then less your rehab costs. 

 

The following is a chart you can use in your efforts: 

Maximum Allowable Offer (MAO) 

  ARV 

 - Less Costs (30%): 

 - Less Repairs: 

Equals  MAO 

 

Starting Offer 

MAO 

- Less 15% 

Equals  Starting Offer 

 

 

ARV is arrived at by looking at comparable sales (comps) from the area. Either you or your realtor 

needs to be the expert in the area in which you are investing. 

I cannot emphasize how important this value is. If you project too low your offer will not be 

accepted. If you project too high you risk paying too much for the property. 

You have to get it right. Period. 
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This is the approach. While you’re at the properties, your Investors will go through the physical 

analysis. Remember, you’re not an Inspector. You are a Real Estate Agent. If you see things, 

you’re obligated to point them out, but you’re not there to look for things. You’re there to help and 

guide your Investors.  

 

I’ve had so much experience doing this that I’m able to point out almost everything. I’ll disclose 

that I’m not an Inspector, but when I see something I’ve seen 5,000 times before (and I think it 

could be an issue) I tell them they should have it looked at. 

 

Before I give more examples, let’s look at the Property Inspection Report and Rehab Analysis 

Form.  

These are forms your Investors should have and fill out. 

They are very detailed. Interior, exterior, the amount needed. At the very end your Investors are 

going to calculate what they need to actually rehab the property. That’s an important form to know, 

and you have to get copies of this, just like your Investors will. 

Next is another version, where we talk about plumbing, electrical systems, glass, built-in 

appliances and equipment, heating and air conditioning, the building itself, the grounds. 

Your Investors are going to determine using these forms what will be required to rehab these 

properties.



 Guiding You to Wealth & Income Through Real Estate 61 

PROPERTY INSPECTION REPORT 

 

Property Address            

 

GENERAL BUILDING EXTERIOR    Est. Repair/Replace? 

Grounds 

 Landscaping            

 Pool             

 Sewers or Septic Tank           

 Sprinklers            

 Others             

Building 

 Roof             

 Chimney            

 Foundation            

 Wood Exteriors            

 Other             

 

GENERAL BUILDING INTERIOR 

Heating and Air Conditioning Systems 

 Furnace             

 Air Conditioning           

 Water Heater            

 Other             
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Built-In Appliances and Equipment 

 Ovens             

 Burners             

 Microwave            

 Dishwasher            

 Disposal            

 Smoke Detectors           

 Intercom            

 Electric Garage Door Opener          

 Other             

Electrical Systems 

 Interior Lighting           

 Exterior Lighting           

 Other             

Plumbing 

 Bathrooms            

 Kitchen             

 Laundry            

 Other             

Glass 

 Windows            

  Screens            

  Window Panes           

 Glass Doors            

 Shower Glass            

 Tub Enclosures            
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 Mirrors             

 Other             

Personal Property 

 Carpets             

 Draperies            

 Other             

TOTAL        
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PROPERTY	REHABILITATION	ANALYSIS 

Property Address            

Owner’s Name             

Telephone Number (Home)           

Telephone Number (Work)           

Age of Property             

Listing Broker             

Existing Loans & Status            

Insured By             

Amount             

 

REHABILITATION NEEDED & ESTIMATED COSTS 

A. Rehabilitation Period Costs 

 Architect            

 Legal Fees            

 Accounting Fees           

 Advertising            

 Insurance            

 Loan Fees            

 Loan Interest            

 Permits & Fees            

 Real Estate Taxes           

 Other             

 Contingency            

 Subtotal Rehabilitation Period Costs         
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B. Interior 

Kitchen Appliances           

  Stove            

  Refrigerator           

  Dish Washer           

  Microwave           

  Washer/Dryer           

  Cabinets           

  Other            

  Subtotal Kitchen Appliances         

 Master Bedroom           

 Bedroom Two            

 Bedroom Three            

 Bedroom Four            

 Bathroom One            

 Bathroom Two            

 Den             

 Family Room            

 Halls             

 Floors             

 Elevator            

 Water Heater            

 Water Softener            

 Boiler             

 Air Conditioning           

 Ventilation System           
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 Heating System            

 Electrical            

 Plumbing            

 Fire Protection System           

 Furniture Fixtures           

 Other             

 Contingency            

 Subtotal Interior           

 

C. Exterior 

Roof             

Garage             

Chimney            

Yard             

Landscaping            

Well             

Septic Tank            

Sprinkler System           

Driveway            

Walkways            

Porch             

Fence             

Steps             

Pool/Pool Equipment           

Light/Light Fixtures           

Other             
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Contingency            

Subtotal Exterior           

 

 

D. Amount Invested 

First Mortgage            

Second Mortgage           

Third Mortgage            

Other Liens            

Back Payments            

Back Taxes            

Closing Costs            

Estimated Costs to Sell           

Other             

Subtotal Amount Invested          

 

 

TOTAL COSTS EXCLUDING SELLERS EQUITY (A+B+C+D)      

Estimated Selling Cost Based on Comparisons         

Less Amount Invested (Total Costs Excluding Sellers Equity)       

Profit Before Cash or Notes to Seller          

Equity Before Cash or Notes to Seller          

ESTIMATED GROSS PROFIT          
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Next is an example of a flip I did a while back – very small scale, but textbook.  

The property was in a $75,000 neighborhood, kind of the lower end of the middle-class for that 
timeframe. I bought the property for $25,000.  

My Rehab Cost Sheet told me the property needed $28,119 in repairs.  
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You can see the breakdown there. Everything I came up with I detailed. I actually cut back on 
what I did and made the job a $25,000 job. 

I bought the property for $25,000, rehabbed it for $25,000 and sold it for $75,000. That put me at 
the 33% profit margin. I made a lot of money on that house.  

By the way, I didn’t have to use a Real Estate Agent. I was going to. I was going to use me, Gary 
Wilson. But here’s what happened.  

On the day I finished a project, I went outside to push in a metal sign with my foot. No sooner had 
I stepped off the metal than a neighbor came across the street and said he had his eye on the 
property and my project, and would I be interested in selling it? 

I said absolutely. It turned out his aunt used to own it. She passed away, and he wanted to buy it 
for his nephew, his sister’s son, so he could live in the neighborhood. 

I asked, “Why didn’t you buy it yourself and do what I did?” 

He said, “I’m in construction and the last thing I want to see when I get home at the end of the day 
is another hammer and another nail.” 

He let me do all the work. I told him $80,000 and he said, “How about $75,000?” 

I smiled and said, “You have a deal.” In less than half an hour, I had the property sold, closed it 
for cash in about three weeks and walked away with $25,000 profit. How do you like that for an 
example? 

 

Now let’s talk about the offer. This is where the rubber meets the road for your clients. We know 
about ARV and MAO. 

What that meant for my property was that I could not have bought and remodeled it for more than 
$53,000 to stay within the margin. 

ARV 

When you add the cost of 

purchasing a property to the 

cost of rehabbing it, the total 

MUST NOT EXCEED 70% 

of the After Repair Value 

(ARV). 

MAO 

ARV 

- Less Costs (30%): 

- Less Repairs: 

 MAO 
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I bought it for $25,000, remodeled it for $25,000 and got $25,000 out. I actually made a 33% 
margin. ARV – repairs = MAO. I realized I couldn’t spend more than $25,000 on that property. 

So that’s what I did. I bought it for $25,000. Your maximum allowable offer is your ARV minus 
30% for profits and overhead, minus your repair costs. That gives you your maximum allowable 
offer. MAO = (ARV – repair costs). 

My offer started off at $20,000 for that property and got it for $25,000.  
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Module Six: 

Buying Rentals 

 

 

There are two basic approaches. You can buy rental properties the same way you buy them for 

flips, which is to buy wholesale and refinance. That works great in a declining economy. That 

works great when there’s a lot of inventory on the market. But in an escalating or emerging market, 

that doesn’t work so well. You can do it, yes, but fewer banks will be willing to get excited about 

that type of transaction. 

That’s because they just went through a recession. They probably lost a lot of money, and they 

don’t want to take any risks. They want to see turnkey rental properties, that is properties that are 

already making money on day one. 

They want cash flow on the day the property is purchased, not six months after remodeling. That’s 

what I do and that’s what I advocate you do with your Investors. If you’re buying rentals, buy 

turnkey rentals right now. Turnkey purchases are made the same way you would buy your own 

home.  Make a down payment and finance the rest with a mortgage and a note. 

You’re looking for a neighborhood that will give you the best return on investment. You’ll be 

flipping in middle class areas and renting in lower-income areas. 
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“B” grades for flipping, “C” grades for renting. We’ve already talked about that. Now let’s start 
looking into it.  

I’m going to give you some examples of what Investors look at when analyzing properties. The 
following is an example of a property I bought and sold for profit. 

3834 Brighton 

I bought this property initially for $20,000 and put about $15,000 into it. It was worth about 
$65,000 when I was done. This was one I bought wholesale, remodeled and refinanced. I had about 
a $45,000 loan after I refinanced. 

It was worth $65,000 and was cash flowing like crazy. Eventually I sold it for $70,000. By that 
time, the mortgage was paid down to $35,000. I essentially doubled my money on a cost basis.  

I had $35,000 into it and sold it for $70,000 and got $35,000 out. All the while I owned it, I was 
making a positive cash flow.  

Property description, income and expenses are listed below for the property when it was sold. 

 

Large up and down duplex with, new and separate G + E and new furnaces. 
Tenants pay G + E, Landlord pays water. Residential neighborhood. Listed for $79,900. 
 
Income: $1150/mo = $13,800/yr 

 1st fl 1BR = $450 

 2nd fl + 3rd fl 3BR = $625 

 Garage = $75 
 
Expenses:  

 Taxes: $695.96/yr  

 Insurance: $322/yr  

 Water: $1388.50/yr (includes sewage and garbage) 

 Maint/repair: $600/yr  
 

Net Operating Income: $899.46/mo = $10,793.54/yr 

Purchase price: $70,000, Down payment: $14,000 

Loan: $56,000 over 20 yrs @ 5 % 

Debt Service: $369.58/mo 

Cash return: $529.88/mo = $6358.56/yr 

Cash on Cash return rate = 45%, Cap Rate = 15.4% 
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That’s an example of a rental property performer! 

Essentially, you take your gross rent (in this case it’s $13,800 a year). Subtract taxes, insurance, 
utilities, maintenance and repairs, and property management, and that gives you the net operating 
income: Gross Rent minus Expenses. 

Then subtract your mortgage payment from your net operating income. That’s your cash flow. It’s 
a very simple formula. 

Cash flow (or cash return) is your actual cash in pocket. Operating income less debt service. 

Divide that figure by what you have into the property in cash – not the total price, just the cash 
you have into it.  

You can see that cash-on-cash return is 45%. That’s really important to people who also invest in 
the stock market. Let me ask you, can they just walk out the door any day and find a property that’s 
going to give them 45% cash-on-cash return? Not likely. 

That’s why a lot of Wall Street guys are loving Real Estate right now. I’m talking about guys who 
manage funds like White Oak and Black Rock. I’ve met those guys. They are looking to invest 
tens of millions of dollars right now, and they are. 

Even somebody who was the number one tobacco commodity broker in the world started investing 
in Real Estate. I was able to meet these guys because I was in the business. And you will too. It 
doesn’t happen overnight, but it does happen. 
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CASH	FLOW	WORKSHEET 

 

Gross Rent:             

Expenses: 

 Taxes:             

 Insurance:            

 Utilities:            

 Maintenance and Repairs:          

 Property Management:          

 Subtotal Expenses:           

 

Net Operating Income (NOI) = 

  Gross Rent        

  -Less Total Expenses       

  = NOI        

 

Cash Flow = 

   NOI          

- Less Mortgage Payment       

= CASH FLOW       
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Next let’s look at the blended rate return. This calculator is provided by Rental Property Reporter 
at the link above, and you can follow along on the next page. When we plug in a home value of 
$200,000 and an initial down payment of 20%, that leaves us with a debt service of $160,000.  
Right now you can get a 5% interest rate. 

In the drop-down menu, we can look at the assumptions: 240-month term (that’s 20 years), which 
is what I recommend. The cost of sale is fair.  

In the income assumptions box, let’s assume we’re bringing in $3,000 per month. That’s not too 
bad. Right now the cap rate says 18%, but that’s not going to last. I’ll show you why here in a 
second. When we update the vacancy rate field from 8% down to 3% (right now we’re at 2-3%). 

Their original figure for rent increases is a bit high. Let’s say we’re going to rent increase 3% per 
year. Right now we are raising rents very aggressively, far exceeding 3%. We’re raising them as 
much as 10%, but you can’t always count on that. That’s just right now and it will only last a few 
years. On average you can raise rents about 3%. 

Let’s imagine we have to spend $10,000 on capital improvements at the outset of this initial 
expenditure. Maybe a new boiler, maybe a new roof. 

More assumptions. Property management, 10% is reasonable. That’s what I charge my clients on 
average. But maintenance at 1% is too low. That’s only $30 a month. It needs to be about 5%. 
Higher in older properties, lower in newer properties. 

The insurance cost figure is about right. Move-in/move-out costs occur when you have a change 
in renter. You’ve got to account for lost time when no money is coming in. Plus you have to count 
cleaning and painting and all that. On average let’s say that’s $2,000. 
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In the property sales assumption area, this is assuming you sell the property down the road. 
$244,000 sale price, $231,000 after commissions is reasonable. That assumes about a 20% increase 
in value. I believe they’re using a five-year assumption. 

Selling cost/commission of 6% is just about right. We just determined annual appreciation should 
be about 4%, and let’s call the land value $10,000, which is about 5%. 

On an annual basis, let’s say the property tax is $5,000. Some of you guys around the country 
might be licking your chops here, but it happens every day in areas like St. Louis, Pittsburgh, 
Cleveland, Jacksonville, and many parts of Georgia and Texas. This happens every single day.  

Let’s leave the tax rate as provided. 15% for capital gains, 2% for cost and inflation rate. 
Investment hurdle rate for comparison to other investments, let’s leave that alone for now. 

When we view the detailed investment performance, you can see cash from sale at the end is 
$80,000 because we have to pay off the mortgage, of course. You put in $40,000 and get $80,000 
out in five years. That’s actually about a 15% return, which is not that bad of a deal. 

I’ll let you look at the other tables on your own. For right now I just wanted you to see what you’re 
Investors are seeing. 

That total expected rate of return and cash flow summary, you can see in your first year if you just 
put down $40,000, you’re going to have a hard time making more than that in the first year. In the 
second year, maybe a little bit of loss, but you can see by the time you get to year five you’re 
making some pretty good dough in your net total. 

This picture looks even rosier now. Cash flow plus the proceeds on the sale. That’s your rental 
property reporter. I would get familiar with this tool and use it. 

This is a really critical class. If you understand this material – if you nail this – your investors will 
love you, respect you, and refer people to you. 

My referral rate from Investors is close to 100%. On average I’ve received one referral for every 
Investor I’ve already serviced. 

I’ve serviced 168 different Investors. As a matter of fact, I had 168 while I was working as an 
active Agent. Now I’m a broker and teacher. Of those 168 Investors, 154 actually bought 
something. Imagine that. 154 out of 168, is a huge buy rate. 

89 of those Investors were repeat buyers. Some earned me $20,000-60,000 in commissions over a 
period of just a few short years.  

 

Large Apartment Complexes 

Next let’s look at a large apartment complex called Bevin Place Apartments. I own this building, 
purchased after investing in duplexes and other good starter properties. Eventually I bought this 
monster: 78 units and 30 garages. This thing is a cash flow monster. 
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I paid about $1 million for it, but now it’s worth $2.3 million. I’ve owned it for about six years.  

The Opportunity Evaluator on the following page is an interactive spreadsheet. You are going to 
get this in document form so you can share it with your Investors. Because it’s interactive, if you 
change a figure, the other data updates automatically. 

Right now we’re getting $495 for the one-bedrooms. Notice gross operating income, and gross 
rental income. When we change that figure to $595, it adjusts the other figures so you can easily 
show a prospective buyer different scenarios. 

This is incredibly valuable. Plug in the gross income.  Currently the vacancy rate is set at 5%, but 
that’s aggressive. It should be 2-3%. It gives you the effective income as well as other income 
from laundry. We make a lot of money on laundry at that complex. 

You’ll see calculations for gross income coming in, as well as fields for expenses: taxes, property 
insurance, management, repairs and materials, utilities, supplies, landscaping, snow removal, and 
security. 

In the expenses area, you can see the net operating income is $266,000. If someone bought this 
property for $2.3 million, put down $525,000 and had a loan for $1.725 million it generates a price 
per unit at $29,000. 

That means the Investor would have a debt service of $148,000 resulting in a cash flow of 
$117,000. This gives them a cap rate of 11.6%. That’s pretty darn good for a large complex. It’s 
all-brick, double-paned windows, with modern construction and wiring and new boilers and water 
tanks. 

The debt coverage ratio is a calculated figure. Here it is 1.795. It is the amount of net operating 
income available for debt to cover the mortgage principle. The higher this number is, the better, 
because the banker is going to be looking at that information. 

If it’s down around 1.2, the bank might not finance the investment. Five or ten years ago they 
would have, but right now they’re being very conservative. 

Banks want to see something like 1.6-1.8%. You can change this ratio by changing the loan 
amount, the down payment, and the purchase price of the property. The form is very interactive. 
Make sure you save it on your computer. If you can squeeze it on your smartphone, do it there too. 
Just imagine what your Investors will think when you give them this tool to use, the way I’m giving 
it to you. 
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The return calculator we saw first shows you what happens when you sell the property, plus your 

income. The opportunity evaluator, the one we used for Bevin Place, and the income expense 

worksheet. That’s for making the offers on rentals. Again, this is your maximum allowable offer. 

Don’t worry about this, this is more true when you’re buying properties that are wholesale and 

need to be remodeled to rent and refinance them. 

On a straight rental, when you calculate what the actual purchase price should be in an emerging 

economy, that’s what you’re going to offer. You’re going to offer that price. Give yourself a little 

bit of cushion. 

In an emerging economy, if you chop off 10 or 20% on your initial offer, you’re not going to be 

competitive. Your Investor is going to get beat out every time. You need to understand that in an 

emerging economy you need to push a little bit to land the good deals. 

Here’s why. Right now, prices are going up, and so are rents. Investors need to lock in and get in 

while the getting is good, get in while the prices are still relatively low to historical averages and 

rents are on the increase. Property values are increasing, rents are increasing, and interest rates are 

low. 

We may never see this set of circumstances again for as long as we live. Make sure your clients 

understand that.  

Here’s the process. It’s very similar to what we did with flips so I won’t go over every nitty-gritty 

detail. 

When it comes to multi-units, your Investors need to understand what average rents they can get 

for one- and two-bedroom units. 

Once they know that, they’ll be able to determine the true value of a property. On an income 

producing property, the value is more closely determined by the income rather than the market 

value of the surrounding area’s sales history. That’s what dictates value on single-family homes. 

On rental properties, the more units, the more. This income approach has weight and influence on 

an appraiser’s or banker’s value of the property. 

A little duplex will be impacted by surrounding sales. Make no doubt about it, income is king, 

cash is king, whether you’re an Investor or a banker. Both want to see cash flow coming out of the 

property. That’s really what determines if the bank will finance it or not. 

Everything else is the same. Begin with the full MLS list. The Investor narrows it down to the 

same number of properties as before. View the properties. The Investor fills out the analysis sheets, 

and you do your end-of-day wrap-up before you leave the scene. Then you get ready to make their 

offers. 



82 Path to Prosperity – Investor-Agent Workbook 

STEP BY STEP INSTRUCTIONS FOR WORKING WITH RENTAL INVESTORS 

This is the exact plan I follow when I make my investments. It is the plan I use when teaching 
several hundred students, and it is the plan I follow when I teach Real Estate Agents how to work 
with Investors. It is a good plan. Follow it. 

1. First we will have a telephone conversation to establish your investment goals. At this point 
you need to have available cash or credit to continue. 

2. Send your name, email address, and phone number to me at:  
support@myinvestmentservices.com 

3. Set up your search criteria on the MLS system. 

4. Initially you will get an email with a link to the MLS system. The first property matching the 

search criteria will be shown with a drop-down box at bottom left allowing you to scan forward 

to other listings. You will receive the “FULL” listings. This first email will consist of several 

hundred listings. 

5. Next, you will separate the good from the bad. Your objective is to narrow the list down to 

about 30 properties. 

Compare the list price to the market values for the area. The list price should be below the 
market value. 

Look at the photograph(s) of the property, the lot size, room sizes, and other characteristics.  
This will take a few passes. As you narrow the list also use the county website for further 
research. This is a process that you will get better at with experience. 

For multi-units, experience in my market area shows I should get $400-500 for 1-bedroom 
apartments, $450-650 for 2-bedroom apartments, $600-750 for 3-bedroom apartments.  

Tax costs can be obtained from the listing. Insurance should be 0.5% of value annually (on a 
$100,000 property that would be $500 per year).  

I try to keep the price-per-unit to $35,000 or less per 3-bedroom unit, $30,000 or less per 2-
bedroom units, and $25,000 or less per 1-bedroom unit.  

*NOTE: different areas will have vastly different pricing models. Study your area and make adjustments 

accordingly.* 

Other variables include the condition of the property (Turn Key versus Rehab). 

Trust your instincts and focus on what you think are the best deals. Eliminate the rest. You will 
get better with experience. 

6. The resulting list of 30 or so properties is your drive-by list. Now you will drive by the 

properties to further narrow your search down to 10-15 properties.  
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7. At this point you will email me the remaining properties.  Send the MLS numbers in a comma-

separated list.  I will review your homework, making notes, and help you narrow the list down 

further. This will typically result in 7 final properties. 

8. Now we will schedule an appointment to go see the properties. 

9. After viewing the properties, you should have a list of 4 or more that you will fill out the MAO, 

Cash Flow, and Cost Sheets for. 

10. I will review your list with you and help you decide which properties to make offers on. 

11. Fill out the “Offer to Purchase,” make a photocopy of your hand money check, and provide 

both with proof of funds to me. 

12. Now you make the offer(s)! 

 

Forms to Use 

Always use Association of Realtors Forms when making offers.  

Always remember that when you are making an offer on a rental property to always make the offer 

contingent on seeing the current owner’s financials on the property including all income and 

expense data for the last three years. No exceptions!  

The only time you can’t do this is when you are buying a foreclosure property. You also want to 

see current leases, any contracts the current owner has for services like pest control, property 

management, laundry, etc. You also want a contingency on seeing every single unit in the building 

you are buying. This is especially important if you didn’t get to see all the units before you made 

the offer. 

Need more advanced help?  Contact me at: 
800-931-2605 

Support@MyInvestmentServices.com 
MyInvestmentServices.com 

 



 Guiding You to Wealth & Income Through Real Estate 85 

Module Seven: 

Wholesaling, Net Listing and Lease 

Options 

A. Wholesaling 
 

What is wholesaling? The short answer is that you can get a property under contract and then 

sell the contract to another buyer.  

Here is a brief explanation in practical terms: 

Assume the owner of a property is Party A. 

Another person, Party B, makes an offer on that property. 

Party A and Party B come to terms and execute a legally binding contract for the sale of that 

property. So far so good!  

Party B does not intend to actually buy the property. He would like to profit from his efforts of 

identifying a good deal by selling the contract to Party C. He does this for a fee.  

In other words Party B charges a wholesale fee to Party C in exchange for Party C purchasing the 

rights of the buyer in the sales agreement to buy the property form Party A.  

Party C actually follows through and buys the property from Party A.  

Graphically this looks like: 

A  B = original sales agreement 

B  C = wholesale deal 

A  C = C buys property from A 

Here are two examples of wholesale deals I was involved in. In the first example I was Party B. In 

the second example I was Party C. 
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If you represent the buyer, you also get the buyer’s side of that commission. That’s how you fit in, 
but there’s more. 

I just want to give you the basic formula. Three parties: the seller, the buyer and the wholesaler, 
the guy in the middle. 

A lot of wholesalers try to do this outside the market, and a lot of them fail. They stumble and fall. 
That’s because they’re not doing it the right way. We teach you how to do it the right way. 

Here’s why it works. It works for two important reasons. Some people have available time, but not 
a lot of money. That’s usually party B. They have time but no money. They need to find some 
other way to participate in real estate, so they wholesale. 

Your party C is the people who have lots of money, but not a lot of time. This is typically your 
chiropractors and dentists. They have a little bit of money they want to invest. They just don’t have 
the time. They’ll buy these wholesale deals from the wholesalers. 

 

Why It Works 

Wholesaling works because of two important factors.  First, some people have available time but 

not available money. Second, some people have available money but not available time.  

Everyone fits in one of these two categories, with one exception. Some people have available time 

and money. Your goal is to be one of these people! 

If you are in Category 1 (Party B), then you can serve those in Category 2 (Party C). 

Everyone fits into one of these three categories. There are some exceptions. Some people have 
time and money. They might not want to be wholesaling, so they’ll keep the property themselves. 

If you’re an investor, you’re going to be one of these people. If you’re an agent, you want to work 
with these people. If you’re in category 1, you serve those in category 2. 

In other words, party B serves party C. I kind of gave you a little bit of a rundown of how it works. 
I won’t repeat that, but there is some stuff you need to know here. 

What I will tell you is, in certain states you can do what’s called a net listing. Pennsylvania is one 
of them. Virginia is not. 

Net listing is you as the agent can sort of play the role of a wholesaler. You’re still an agent 
providing broker services. 

Let’s say you find party A and they want to sell their house and they say, “I just want $100,000 
out of this property.” You know you can sell it for $120,000. 
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What you can say is, “Mr. A, I’d be glad to sell your house. Would you be okay if I structured it a 
little bit different? Would you be okay if I get you your $100,000, and my commission is anything 
greater than $100,000?” 

If you sell it for $101,000, you as the Agent make $1,000. If you sell it for $120,000, you as the 
Agent make $20,000. You can see where a net listing is allowed, you may prefer to do a net listing 
versus a straight commission of say 6%. 

If you yourself decide to wholesale and not go through a brokerage, or do wholesaling within 
brokerage, then you need to find another Agent who will act on your behalf to list the property. If 
you find a buyer, find another Agent who will represent your buyer. You’re simply wholesaling at 
that point. 

I strongly encourage you to, in a state that allows net listing, to just do the former approach so you 
get the listing and profit from it. 

The latter approach is necessary if you’re in a state like Virginia that doesn’t allow net listing, so 
you have to wholesale. Because you’re an Agent, you can act as a wholesaler, set up an LLC. We 
talk about that here. 

One Agent on your team gets the listing, and he or she can represent the buyer. Another Agent 
brings in the seller. Both parties are represented by separate Agents. You’re simply a wholesaler, 
but you’re doing it through your LLC, so you’re not directly doing the wholesale. Your LLC is. 

Here’s some critical stuff you need to know about wholesaling. How do you find buyers for your 
wholesale deals? 

The reason why a lot of wholesalers fail is they go and find the properties first, before they find 
the buyers. What happens is their deals fall through. They get something under contract, but they 
can’t find a buyer in 30 days and so they have to cancel the contract. That means the seller is hurt 
because his property was off the market for 30 days. 

The wholesaler shouldn’t be wholesaling because he’s doing it wrong. 

You should find the buyers first. Get the buyers in your pocket. Build up your list of buyers. Then 
all you do is fill orders. Find buyers who are your dentists and chiropractors and other 
professionals, who have money but no time. 

Find out what they want. When they’re ready to go (prequalified), they’ll say, “I want a three-
bedroom home.” You go find a three-bedroom home, list it and sell it to them. That’s how you do 
wholesaling. 

You can use all kinds of marketing techniques to find your buyers: Facebook, LinkedIn, Google, 
Twitter. You can do posts and advertising to show examples of deals you did before. You can also 
do nightly workshops. 

We’ll get into the marketing in Module Four. If you do wholesaling the right way, it’s very simple. 
It’s not complicated at all 
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Wholesaling Business Structure 

Note: I am not a lawyer. I recommend you seek the advice of a competent lawyer when deciding 

which entity to use when growing your real estate empire. 

When it comes to wholesaling you have to beware of the rules and regulations regarding the 
transfer of real estate, and for the subject of this book, specifically those rules and regulations 
dealing with the subject of wholesaling. 

 

B. Net Listing 
In certain states, like Pennsylvania, if you are a licensed Real Estate agent, you can use the existing 
Real Estate rules and regulations in your state to participate in wholesaling. 

If you are a licensed Real Estate Agent you can play the role of Party B from within the context 
of serving as a Real Estate Agent to Party A. This is how it works.  

Assuming you are a licensed Real Estate Agent and you are also an Investor, you can approach a 
seller with the concept that you will list their property for sale under the following conditions:  

 
1. The seller determines what final sale price they would like to see. 

2. You enter into a listing contract for that price. 

3. You agree that your compensation will be any amount of money that is over and above the final 
sale price the seller is looking for. 

You list the house for a price that you believe it could actually sell for. Here is an example:  

The seller Party A wants $100k for the sale of his house. You the agent/investor Party B enter a 
listing agreement that will net the seller $100k. You advertise the house for $125k, and you sell it 
for $120k. The seller gets $100k and you get $20k as your commission on the sale.  

If you are a savvy Agent/Investor and the buyer of this house is going to remodel it and sell for 
profit (flip), you can propose the buyer also sells it with you as his Agent when the remodeling is 
complete and the house is ready for resale. 

I’m sure you can see the tremendous potential for licensed agents in states that recognize net 
listings.  

If you are licensed agent in a state that does not recognize net listings, or you simply are not a 
licensed Real Estate Agent, then I recommend you set up a LLC to conduct your wholesaling 
business. 
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Note: In most states, if you transact more than five wholesale deals in a year you may be viewed 

by the taxing authorities as a dealer. Check with your tax accountant and/or attorney to verify the 

federal tax rules and the state tax laws that apply to you.  

Always remember that when you are using a LLC to conduct business, you should always sign 

with “Your Name, member (your LLC name here), LLC” Here is an example: 

John Smith, member ABC, LLC 

Do this on any business documents involving your LLC, wherever you would normally sign your 

name. If you don’t do this and you sign your name personally, it could expose you to liability if 

there is a problem down the road with this particular transaction. 

 

Selling the Contract 

You have established a database of buyers and now you have filled an order for the buyers in your 

database who indicated they want to buy this type of property.  

Now you have to tell them about it. You have to sell it so the current owner gets his price, the 

buyer gets a great deal, and you make a wholesaling fee – your Profit! 

Remember this classic description by Bill Cosby:  “If you give me a prime rib complete with a 

potato and sour cream and chives and a side salad served on a trash can lid I won’t want what you 

are offering me. However, if you present this same meal to me on fine china and silverware then I 

will want what you are offering.” 

When wholesaling you want to create an investor package that showcases your wholesale deal. It 

should appeal to your buyer(s) enough that they will want to purchase it.  

I suggest creating a brief portfolio with photos, a written description of the property and the 

surrounding area, and a pro-forma projecting financial results for the buyer of this property.  

You can initially create a flyer to pique the interest of several buyers and only provide the portfolio 

to the buyer who is interested.  

You will want to showcase this juicy deal on your website and even post on Facebook and 

LinkedIn to attract buyers. There is also a free system called Postlets which you can use to drive 

buyers to your website in conjunction with other social networks.  

If you have done a good job building your database of buyers, found and secured a great deal, then 

built an appealing presentation and communicated it to your buyers, then you should make a profit 

for all of your effort. 

This is important: if you are a licensee and you are going to wholesale, I highly recommend you 

set up an LLC to do that, particularly if you are in a state that does not allow net listings. 
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C. Lease Option 
There is a hybrid approach to cashing in that works well in a tight money market. A tight money 

market is a market in which borrowing money is a little tougher than usual.  

The basic concept is that of a Lease with an option to buy. This is actually two different disciplines. 

Also, notice I did not say “Rent to Own.” NEVER do a rent to own.  

When you rent to own, you are earmarking a certain portion of the rent to be counted as part of the 

purchase price of the house. This gives the tenant an equitable interest in the house which is a loose 

form of at least one of the seven rights of ownership. What this means to you is that if  the tenant 

stops paying rent or you have to evict them for any reason you will not be able to.  

The way the law works in these matters is that you will have to foreclose on the tenant because of 

their equitable interest in the property. An eviction may take about one month. A foreclosure will 

take at least a year or more, though it depends on the state. What matters is that you put yourself 

in a very risky position with a rent to own. A lease option is not as risky. 

A lease option is really two transactions. One transaction is to rent the property to a tenant. This is 

strictly a lease standing on its own two feet. The option is really an option document where you, 

the optionor, are giving the optionee (your tenant) the right to purchase the property at a later date. 

They have to purchase this option from you for a fee. The option fee is non-refundable. If they 

don’t exercise their option by a certain date you can either extend the option period for another fee 

or not extend it and they simply remain as tenants if that is what you want.  

If they do not pay their rent you can evict them because the option fee they paid you does not count 

towards the purchase price of the house. They just purchased the right to purchase the house at a 

later date. The fee they pay covers your risk from removing the property from the market for the 

option period.  

The price is usually locked in so you have the risk of not realizing any appreciation in that period 

of time. You also assume the risk of normal wear and tear on your property. And if that’s not 

enough, you are doing the tenant the favor of giving them time to get their finances in order enough 

to secure loan to pay you off.  

During this time you will be their biggest creditor. One of the big advantages to this is that if they 

don’t end up buying, you keep the option fee and can try to lease option again. I have had houses 

I lease-optioned three times before they sold.  

I came out the winner not just because I got to keep the option fee but also because I charged more 

rent on a lease option – and generally renters will take better care of the property because their 

intention is to buy. 

So even when a sale doesn’t go the through – a situation most non-investors see as a failure – you 

still win! 
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Review these three basic types of investing. Determine if you want to specialize in any one of 

these three. Also determine which one you’re going to participate in yourself. I highly encourage 

you to walk the talk and invest yourself. 

 

Now you’re loaded down with tools and techniques to make yourself look good, make yourself 

the best Investor Realtor out there, and really blow your competition out of the water. 

Nobody is going to be able to figure out how you’re doing what you’re doing. I can promise you 

that. 

Need more advanced help?  Contact me at: 
800-931-2605 

Support@MyInvestmentServices.com 
MyInvestmentServices.com 
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Module	Eight: 

Investor	Agent	Roles	and	Responsibilities 

A. Client Representation and Support 

In Module One, we talked about the two roles of Investor and Agent. Should you be an Agent first 

before you invest? Should you invest first before you become an Agent? Really, it depends on 

your own particular circumstances. 

Then we covered the investor rules of engagement. You learned how to identify the towns to invest 

in first, then the neighborhoods, and then the actual properties themselves. You received some 

great research links, and websites to take advantage of. These things are awesome tools. I didn’t 

create them. I just discovered them. 

We talked about A, B, and C neighborhoods and A, B, and C properties. In a follow-up lesson, we 

dug into the properties themselves and the types of searches that work for different types of 

investments.  

If a client is flipping, you typically want to be looking for more REOs and Short Sales and Estate 

Sales. It’s hard to find really good deals from doing only arm’s length transactions with owner-

occupant properties with enough margin for remodeling and profit. It can be done but it’s more 

difficult, a lot more difficult to find. 

We also showed you the common sources your clients are going to be using to find properties. We 

like them to use us and our Multi-List System but they’ll be all over the place – the HUD Home 

Store, HomeSteps, HomePath, and of course the VA website. They’re also using our old favorites 

Zillow, Trulia, and Realtor.com. 

We talked specifically about how to analyze properties within the rules of engagement. If you 

follow this process, I promise you will make more money and not more work. If you don’t follow 

this process – if you let the clients dictate the rules of engagement – you will have a great deal 

more work. 

Remember, a lot of times you pick up clients from outside of this program. They’re trained by 

other gurus and sadly, a lot of them don’t speak kindly of realtors. 

But understand, the reason they do that is because most realtors are not properly trained to work 

with Investors. There’s an inherent disconnect. I’ve seen it hundreds of times. It’s prevalent. That’s 

why so few realtors work with Investors and know how to do it to actually make good money. I’m 

one of them and that’s why I’m here. I’m going to show you how to do this the right way. 
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I promise if you follow this, you’ll get awesome results. And it gets better. There is so much more 
to do. There are at least eight different ways to build income streams working with Investors. With 
owner-occupants, you will have one or possibly two.  

We also did a physical analysis of flips to give you an example. We talked about making offers, 
and then learned about Investors who buy rentals. In the beginning, there are a lot of similarities 
in tools used to find the towns, neighborhoods, and properties. For rentals, however, you look for 
neighborhoods that will give you the highest return on your investment when used for rental 
purposes. 

We discovered some calculators to simplify the analysis, and the opportunity evaluator for more 
advanced or larger properties. The blend and return calculator allows you and your clients to 
compare Real Estate investments to other forms of investments. These tools make you look really 
good in the eyes of your clients. 

We worked through an example of a basic duplex and a simple proforma that follows Schedule E 
from our Federal Tax Returns. I created this one myself. It’s very easy to do. You can always print 
these off, give them to your clients, and making offers on rentals.  

If you follow the rules of engagement for buying rentals, you will make more money. You will 
have your Sundays free, half your Saturdays, and most evenings if you want. I chose to work in 
the afternoons with Investors. I found the Investors I prefer to work with were typically able to get 
their afternoons off during the week. Some did mornings, but it was just easier in the afternoons. 

Wholesaling is more complex. There are ways to make money wholesaling when you’re an Agent. 
If you like this concept, it is a great way to leverage your license whether you’re in a state that 
allows net listings or in a state that does not allow net listings. It is an awesome way to make 
money and break into the business. You will learn a lot. You may get involved with rentals and 
flippers. If you don’t know where to start, this is a great place. 

If you’d like to learn more about wholesaling, I highly recommend the wholesaling training course. 
After you’ve taken one of our classes, the others are typically going to be just half price. 

Investors have their rules of engagement and so do Agents. With the two processes I showed you 
earlier, working with flippers and those buying rentals, we discovered areas where the two rules 
of engagements meet. And in this business there are a lot of rules and regulations. 

If you noticed, we never ever dictate what properties an Investor will buy. We simply guide them, 
allowing them to see the right purchase, the right properties to pursue. In any case, when you work 
with owner-occupants, it’s completely different. If you’re a good buyer’s agent with owner-
occupants, you prescribe properties for them. You do more of the work.  

The part I never really liked about working with owner-occupants is it’s one-and-done. You may 
get another transaction seven to ten years later, and a referral every now and then. But with 
Investors, I get repeat transactions sometimes on a monthly basis. Sometimes even more than that. 
But certainly over a period of years, I’ve earned $20k, $30k, $40k, $50k, even $60k dollars in 
commissions from the same client. Those clients, by the way, have now also been able to retire 
early. 
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It also get easier working with the same Investors. They get more and more educated, more and 

more sophisticated. They buy bigger properties, you make more commissions, and they do more 

of the work. 

There are some people taking this class who are not yet licensees. They’re looking to get their 

license, they need some direction. They know they want to work with Investors. They see the 

tremendous value.  

This information is typical in most states. You always have two parts to your Real Estate education: 

the national part and the state part. Some states are similar. Some are not. California is different 

than most other states. However, Florida and Pennsylvania are very close. As a matter of fact, 

they’re reciprocal states. Virginia is somewhat reciprocal with other states including Pennsylvania. 

What that means is if you’re a licensee in Pennsylvania, when you go to Florida, you may simply 

just have to take the state exam. You won’t have to take all their courses. You just have to take 

their exams. In almost all cases, even when two states are reciprocal, you will have to take at least 

the state exam. Sometimes, you’ll be required to take both state and national.  

In those states that are not reciprocal, they actually make you take their training courses so there’s 

no benefit. You can’t leverage the classes you took in one state to get your license in another state. 

I’m licensed in multiple states and I try to do so with states that are reciprocal because it’s easier 

that way.  

To first get your license, you will take typically 30 hours of a national class and 30 hours in a state 

class. Each one has its own separate exam. Nowadays, you can take these classes completely 

online. When I took my classes, they were all in person.  

I prefer a hybrid class where it’s mostly online but perhaps you meet once a week in person. Those 

are great classes. They don’t teach you how to operate and perform as a successful Real Estate 

Agent. They simply give you the law, and they give you the right to take an exam to qualify for 

your license. The license merely gives you the right to represent buyers and sellers. That’s all you 

get from these classes – ultimately it’s the right to represent other people. That’s all you’re getting. 

Once you’ve taken the classes, you need to sign up with a broker. You have to hang your license 

with a broker. You can’t operate independently as an individual Agent. You always have to operate 

through a broker’s company. The reason is that the broker’s company really owns the client 

relationship. You’re simply an Agent working for the broker. Legally, that’s how it works. There’s 

more to it but that’s fundamentally what’s going on there. 

You can sign up with a brokerage prior to taking the classes. Some people do this because the 

brokerage company often will pay for the course work. It’s okay if you want to do that. I prefer to 

remain independent. I would suggest you take the classes yourself and then once you’ve taken the 

exams, link yourself up with a broker prior to getting your license. 

At that point, you can shop around. You can go for big companies, little companies, regional 

companies. Everyone is different. I’m not going to recommend one over the other. I used to own 

my own brokerage company. I enjoyed being independent.  
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Back during the last recession when everybody was shrinking and dying, RE/MAX lost literally 

almost half of their Agents during that 4-5 year period. Most MLS areas lost about half of their 

Agents. There was only one large company that was growing, and that was Keller Williams. My 

company, Win Realty Advisers, grew six times during that period. The reason we grew is because 

we were working heavily with Investors. We do represent and did represent owner-occupants but 

when that business dried up, thank goodness for our Investors. We just dominated. We grew like 

crazy. 

I would encourage you to shop around again when you’re looking for a broker’s company. Be 

careful of their requirements, what they ask of you. Some companies require you to do floor time, 

to come into the office and be there all the time and go to all these rah-rah sessions, stuff that 

doesn’t do you any good, In most cases, you’re just going to be wasting your time and getting 

involved in a lot of cold talk.  

If you’re going with a large company, go with somebody like Keller Williams because you don’t 

have to go to the office. You don’t have to go to all those meetings. You don’t have to do any of 

that stuff and there’s no floor time. They train you how to build your business your way. They 

show you how to build the business around yourself, not around the brokerage company.  

In every other large brokerage company, it’s about the broker. It’s not about you. I know it sounds 

like I’m plugging Keller Williams. I don’t mean to do that but they’re the only company designed 

to be Agent-centric. Otherwise, you could go for a smaller company and look for their benefits. 

 

For you guys out there that already have your license, bear with me because I’m not talking about 

this relative to what you’ve already learned working with owner-occupants. Remember, most of 

us were trained to work with owner-occupants because that’s the vast majority of the business. At 

least, that’s how it was perceived. 

This information is relative to Investors. When you work with sellers, just like with owner-

occupants, you’re typically the only Investor Agent in your office. Whether strictly commercial or 

simply working with an Investor division, you have an agency relationship that creates fiduciary 

duties.  

With sellers, you automatically run into a fiduciary agreement to keep their information 

confidential and sell their property for the highest amount of money in the shortest amount of time. 

The reality is the documents say nothing about you selling their property. They say you’re going 

to market the property. You are agreeing legally and contractually to market the seller’s property. 

You need to be aware of that. 

When representing buyers always, always get a buyer-agency agreement. Don’t ever work with 

anyone without a buyer-agency agreement. I can hear and see you guys out there now. You hate 

to do this. You don’t want to scare people away in the beginning of the relationship. Here’s the 

simple solution to that. Get your pad of paper and a pencil or pen handy. 

First off, you never want to meet anybody in person until you know they’re pre-qualified or pre-

approved. Especially after this last recession. From the seller’s perspective, this is almost 
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mandatory. They will tell you, “Don’t bring anybody by here unless they’re pre-approved or pre-

qualified.” You should follow suit and say, “Mr. and Mrs. Buyer, I know you’re interested in 

buying some rental properties. Please get pre-approved first. When you do, let me know and let’s 

get together.” 

At that point, you don’t want to bring them into your office. A lot of these guys are entrepreneurial. 

They’re already busy and they don’t want to get tied into an hour long conversation to hear the 

basic spiel most agencies make them go through. They see it as a waste of time. Remember, you 

can do this over the phone. 

Once you know they’re pre-qualified, you can refer back to the rules of engagement for either 

people buying rentals or flipping. You’ll see most of that can be done over the phone. The first 

time you meet somebody at the property after they’ve already gone through the desktop analysis 

and narrowed their search down, you will know they’re engaged because they’ve gone through all 

that effort. 

If they haven’t even taken the first step, why would you ever want to meet them? They’re just 

going to ask you to do all the work. If you follow my process, you’ll only meet them after they’ve 

done a lot of work. They’ve got some skin in the game. When you meet them at the property, 

maybe you’ve shown them six properties, that’s your opportunity to present the buyer agent’s 

agreement. 

If you review your rules of engagement for working with flippers or those buying rentals, you’ll 

know that at the end of the day, you’re going to spend another quick 10 minutes going through the 

properties you’ve seen and narrow that down, to eliminate the wheat from the chaff. That’s when 

you say, “Was this day as good for you as it was for me? Great, we’ve got a lot of work to do to 

analyze what needs to be done physically to the properties. Would you mind going ahead and 

signing this buyer agent’s agreement while you’re doing that? This is important for me. And my 

broker requires it. It basically commits me to representing you and keeping your information 

confidential, and finding you the best property for the least amount of money and the shortest 

amount of time. Does that sound good to you?” 

That’s how you get a buyer-agency agreement signed. You don’t have to make a special 

appointment just to do that. They will see that as a huge waste of time. Get them engaged first. 

Make sure they’re actually doing the work. Those are the people you’re going to want to work 

with. 

By the way, the reason most of our offers get accepted is because these Investors have followed 

my procedures and they’re more motivated. Because they have skin in the game, they are more 

likely to follow through with offers through to negotiation and closing as opposed to all those other 

Investors trained by the gurus to do No-Money-Down techniques or For Sale by Owners. Frankly 

all those methods would take them forever to build wealth and income.  

The same holds true for Buyer representation. If you use our procedures, you’ll have much better 

results.  

With Landlord representation, though, we start to depart from basic the rules of representation for 

buyers and sellers. With owner-occupants, you typically don’t get into landlord representation. 



98 Path to Prosperity – Investor-Agent Workbook 

We’ll expand on this in Module Five when we talk about how to further leverage what you’re 
doing. Right now, I just want to lay the groundwork. 

Many of your Investors are going to be buying rental properties. Some may want property 
management right out of the gate. Some will buy three, five, or ten properties and realize, “Hey, 
I’d rather be the Investor and let somebody else finish the properties.”  

Because you’re a licensee, you’re allowed to manage properties for a client – for somebody you 
represent – and charge them a 10% management fee. There’s a whole business around this we’ll 
talk about in Module Five. You don’t have to create a giant company to do this. You can do it on 
your own. I know plenty of people who do it because I’ve taught them. I used to do it myself and 
actually did build a big property management company. But I started off just managing a few 
properties myself. 

In every state, the only way you can manage somebody else’s properties without a license is if you 
manage only for one owner. In other words, you are dedicated to only one owner. That’s if you’re 
not a licensee. If you’re a licensee, you can manage for multiple owners. The law lets you do that.  

Part of Landlord representation is being a leasing agent. I don’t really recommend this too much. 
I have a secret formula I’ll show you how to accomplish in Module Five but essentially, you can 
charge leasing fees roughly equivalent to one month’s rent. You’ve got to be responsible for 
paperwork and signatures but you can have somebody else open doors. You just can’t have them 
discuss pricing or sign contracts. There, I just revealed part of the secret. In any case, part of 
Landlord representation is getting their units leased, shown, and rented. You can make money on 
that.  

I generally don’t recommend Tenant representation. However, if you or your brokerage has large 
properties or large units for sale in Southern California around Malibu, Santa Barbara, or Laguna 
Beach, those can rent for up to $75,000 a month. I’m not kidding you. 

I would do that Tenant representation in a heartbeat for $75,000 a month rental fee. But in most 
parts of the country, your average rent might be only $1000 a month. I’m really not going to 
represent tenants in that situation because my focus is on the owners. I want to represent the 
owners. When I create a property management company, the tenants come to me, but indirectly 
because they’re really clients and customers of the owners. I’m only showing apartments, signing 
leases, and managing units on behalf of the owner. That’s my contact with the tenants.  

However, if you’re dealing with larger commercial properties and have large leasing contacts, 
there can be a good bit of money involved.  Say someone is leasing 10,000 square feet and paying 
$12,000 a month. You better believe I’ll get involved with that tenant representation. A lot of 
commercial brokers do this because there’s a lot of money in it. But there’s a big difference 
between a $12,000/mo commercial client and a $1000/mo renter. 

With Tenant representation, you get into contracts and contractual obligations with them. 
Remember, whether you’re representing Investors or tenants, all of these folks have friends, 
relatives, neighbors, coworkers, fellow church members – people who want to buy and sell 
properties. You can leverage these contacts through referrals to build up your owner-occupied 
business, your traditional Real Estate business. Always remember that.  
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I’ll let the cat out of the bag here. When I look back over the years, I’ve received far more referrals 
by working with Investors than I ever did working with owner-occupants. I worked my butt off to 
get referrals from owner-occupants but they just don’t care. When they’re at the closing table, sign 
the final document and get their keys, their mind is totally focused on their new home and new 
neighborhood, the new school. They’ve forgotten about you already. Whereas with an Investor, 
you always have front of mind presence. Because they’re always looking for the next property. 
They’re always thinking about you. That’s why it’s easier to get referrals from Investors. 

On average, each Investor over all the years has referred another client to me.  Not every Investor, 
but some refer multiple people. At one point it got so prolific, I actually built an entire business 
around the referrals. I was sending referrals all over the country. I sent referrals to people 
everywhere from San Francisco, California to the southernmost tip of Florida and Miami, not quite 
Key West but Key Largo all the way up in New Jersey, even New York. I think I even did one in 
Maine and everywhere in between because I’m in this business. 

B. Building a Team 

I just leveraged at every turn. I’ll show you how to do that in the last session but referrals can be a 
huge business when you’re dealing with Investors. Another thing you can do that’s easier when 
working with Investors is building a team. I can build a much more successful efficient profitable 
team working with Investors working with owner-occupants because I can leverage and do things 
like property management. I don’t have to do the admin work in property management but I can 
profit from it.  

The first person you ever want to hire is a rock solid admin person. That is your first hire. Here’s 
the deal, guys. This is very important. Most Agents tend to be very independent. We might dabble 
and try to hire somebody for a while. We realize it’s costing us money, it’s not working, blah, blah, 
blah.  

But here’s the deal. When you look at hiring someone, you shouldn’t look at is as overhead. You 
won’t be successful. Instead look at them as an investment.  

In other words, when you spend maybe $2000 a month on a salaried staff member that allows you 
to bring in an additional two to three transactions a month, you better believe it’s worth it.  On 
average nationally, one transaction is about $6000. That’s the average. If that admin allows you to 
get even one extra deal per month, you’re better off. 

When you look at it as an investment and learn how to leverage the new hire to do the lower paid 
activities, you free yourself up to do the higher paid activities. Suddenly you will see why hiring 
someone is an investment and not overhead. That’s an important distinction you need to get 
through your head right now.  
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C. Ethics 

The bottom line is when you find yourself struggling in your personal life, it’s a clue that you need 

to start building your team.  When I was growing rapidly, I had as many as 20 transactions going 

on at once. I was teaching classes, still investing in property, and even managing property. I needed 

somebody to help me. I was a pretty darn busy person. The first person I hired was a rock star 

admin person. But the reality was, until that point, I was suffering.  

My relationships were suffering. I’m not kidding you. Thankfully, I always made time for my 

children. I’m so grateful for that but when you’re not living in alignment with God’s intention for 

your life, you may have a full day but maybe you won’t have a fulfilling day.  

For more on this concept, check out my book, Husband, Father, Brother, Son. The same principles 

apply to being mother, daughter, wife, and sister. We must learn to be a good custodian of these 

relationships.  

We need to be a good custodian with our business, too. 

Make the wise decision. Hire an admin so you can spend more time with your family and friends. 

We’re all entrepreneurs. When you learn to treat your license as an income producing asset – just 

like an investor looks like a duplex – I promise you will become more successful.  

You will learn to leverage your systems, the operations you delegate to other people like 

bookkeeping and even some marketing tasks. I’m always in charge of my marketing. I’m the idea 

guy but I don’t have to execute all the marketing tasks. I have people do that for me. But I do all 

the learning and researching to come up with the marketing ideas. I’m the visionary. That’s where 

you want to be.  

I also maintain control of the purse strings. When you’re growing, it’s very easy to delegate things 

you shouldn’t be delegating. There’s a distinction here you should keep in mind: keep the control, 

but delegate the responsibility. Delegate the responsibility to execute tasks but keep the control of 

determining what tasks need to be executed. 

The two areas you never completely give up control or personal involvement in should be your 

marketing/advertising and your income/expenses. You need to know every day what income came 

in and what expenses went you. You need to know your balance every single day. You also need 

to know what your current marketing strategy is and what you’re doing to improve it. You need to 

test it the next day, next week, and next month. Always have one eye on today, one eye on 

tomorrow. 

When you do that with your marketing, you’ll be successful. You constantly need to learn what 

works and doesn’t work with your marketing. 

If you’re the Agent who has already been spending years working with owner-occupants, this may 

take you time to develop and maintain these habits successfully. You need to learn when to put 

your owner-occupant hat on and know when to take it off. When to put your Investor hat on, and 

when to switch back and forth.  
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When you master this trick, when you learn to switch between the two rules of engagement, you 
will be successful. Here’s the deal: I actually built far more owner-occupied business by working 
with Investors than I ever did working with solely owner-occupants. That was a very slow, tedious, 
grueling process. What I later realized was the more Investor clients I got, the more owner-
occupant deals I closed. All of those Investors lived in houses. They all wanted to buy and sell 
their own personal homes.  

A lot of the tenants wanted to buy homes, too. Eventually I got a lot of owner-occupied business 
just by working with Investors. It may sound counter-intuitive but I used one aspect of the business 
to leverage another. While 95% of other Agents struggle daily to carve out a single piece of the 
pie working with only owner-occupants, you can have the whole pie. 

When working with Investors, it gets easier and easier over time. They become more educated, 
they become more sophisticated, they become more experienced. They eventually do more of the 
work themselves. They do more of the financial analysis. They’ll do drive-bys, do all the physical 
analysis. As a result, any time an Investor approaches me and wants me to do all the work for 
them, I take it upon myself to educate them first. If they don’t want to be educated, I fire them. 

I’ll refer them to somebody else for another company and let someone else suffer through all that 
pain.  

I have always committed to earning a minimum commission. In the old days, it was $2000. In 
some markets, that might not be enough. Perhaps $4000 would be a better standard minimum 
commission. I can’t say what would make it worth your while. 

I know a lot of people who charge $3000 minimum commission.  The reason this becomes 
important is if you’re in a low price market like certain parts of the Carolinas and Georgia, or 
certain parts of Texas. You may find yourself working with transactions that are low priced. I 
would prefer to see you working with nothing less than $100,000. The average commission for 
that would be about $3000. 

That’s why I always say my minimum is $3000. I didn’t do that until after I had it at $2000 for a 
while. I realized, “Hey, I bet I can command a $3000 minimum and it will still work.” It did. The 
good news is most of my commissions were well above that so I didn’t have to enforce the rule 
often. When do you need to enforce it? When you have your client sign the buyer agent agreement. 
That’s when you force that rule.  

Another thing that’s very important when working with Investors is establishing your schedule. 
Every Wednesday of every week, I send my active buyers my schedule for the following week. 
What time slots I’ll have available. I tell them first come, first serve. It works like a charm. Not 
only do they respond to the sense of urgency and the degree of scarcity implied, but they get 
conditioned to operate on my rules, not theirs. 

Think about most buyers. They want work based on their time. I tell them in advance, “Here are 
four, five, or six time slots. Surely you can find a time slot that’s agreeable to you.”  

If you do it that way, my friends, I promise you too will do 110 transactions in a year whether you 
have assistance or not. Because you’ll be doing it on your own terms.  
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Every now and then, you’ll get somebody who just doesn’t want to follow the rules. Give them a 

chance. Try to educate them. If it doesn’t work, don’t fool around again. Refer them to somebody 

else.  

Some people may fall off the wagon, so to speak, after they’ve been working with you. They know 

how to do things, but all of a sudden they start calling you at a drop of a hat, “Hey, you should see 

what came through. We need to go see it now!” The first thing I ask them is, “Did you do the 

desktop analysis first?” 

If they say yes, then we’re on to the next step. I ask what other properties they have identified. 

You always want to look at three properties at a time, at a minimum. Never go look at just one 

property. Your chances of buying are much lower. When you’re looking at six or seven properties 

and only going to buy one, your probability of a purchase increases.  

Sometimes, you strike out and have to go out again. When you go out to look at one property, one 

single property, you only have a 15% chance of a purchase going through, statistically speaking. I 

would never do that. Don’t ever, ever do that. Always have a minimum of three properties. If the 

Investor can’t find three, you may want to share properties you’ve viewed with your other Investors 

who wound up purchasing different sites.  Obviously you want to share them so at least you know 

you’re looking at a minimum of three properties. This is another good rule you need to enforce. 

When you enforce these rules of engagement, you’ll win. You’ll earn more money. If a client 

doesn’t comply, don’t spend more time with them.  

Don’t just fire them, though. Refer them to somebody else. Maybe you have an Agent you like, 

but they work for a competitive company. Give it to that guy. Maybe you can recruit that Agent 

down the road because you gave them a lead. 

This is another good strategy, by the way. I hope you will write it down because if you’re looking 

to recruit – if you work for a company where you recruit people and get rewarded for it – there’s 

no better way to recruit someone than to give them a lead. That may sound counter-intuitive. All 

of your friends at your current brokerage company would say, “Why on earth would you give a 

lead to a competitor?”  

First, maybe your office coworkers aren’t trained to work with Investors your competitor is. 

Second, you just ramped up your probability of being able to recruit this guy, far more than 

everybody else. Everybody else is trying to take people to lunch and call them all the time, email 

them, and pretend to be their friend. It usually doesn’t work and you know that. If you’ve tried it, 

you know that rarely works. 

What works is “What’s in it for me?” Give these guys a lead. Then give them a second lead down 

the road, maybe a third. I promise they’ll be more inclined to sign with you than with anybody else 

who has taken them to lunch pretending to be their friend.  

When it comes to Agent rules of engagement, you need to understand the basics we have covered. 

Always keep a pad of paper and a pencil with you because you will start to come up with ideas for 

how to further leverage your license as an income producing asset when you work with Investors. 

Start your mental wheels turning and jot down ideas. In Module Five, we’re going to go over that. 
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A lot of light bulbs are going to go off for you. You’re going to see a huge, huge amount of 

potential. 

For right now though, we’ll look forward to the next module which is marketing and advertising. 

You’re going to see some really awesome techniques. Some you may have seen before, or even 

used yourself. But we’re going to apply them in a different way and you’re going to be amazed at 

the results! 

Need more advanced help?  Contact me at: 
800-931-2605 

Support@MyInvestmentServices.com 
MyInvestmentServices.com 
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Module	Nine: 

Marketing 

This is perhaps the most fun module because you get to learn a lot of awesome techniques for 

marketing and advertising. Basically how to be a magnet for consumers out there, so they come to 

you. You’re not calling on them, they’re calling on you.  

I’m not saying don’t call people. That’s a technique I’ve used in the past. But I can promise when 

people come to you (in response to your marketing and advertising), they are already pre-

conditioned to do business with you. In fact, it will be so much easier to turn a fledgling 

relationship into a profitable one over time. 

When you master this stuff, you will never lack for investors to work with. Because I’m going to 

show you to attract them.  

 

How do you market yourself as an Investor Agent? 

Join Local Investor Clubs 

If you’re working with Investors, you need to go where Investors go. The really good Investors 

typically join a local club. The largest, most well-known national organization of Investors is REIA 

(Real Estate Investor Association). They have local chapters. 

ACRE is American Congress on Real Estate. There’s also a group called TRIG, in Tidewater, 

Virginia (Tidewater Real Estate Investors Group). Some chapters have their own names, but are 

still affiliated with the larger organization, REIA. 

If you walk the talk, you will get far more respect from these guys as opposed to showing up solely 

as an Agent looking to drum up business. Because that’s how they’re going to view you. If you 

join these clubs, but don’t actively invest, it’s going to take you longer to build trust and develop 

relationships with these people.  

It’s just like any other sales activity, you need to establish rapport, earn trust and respect. That’s 

when people will come to you.  

I can tell you this. In Pittsburgh, I actually joined two groups in one area because they met at 

different times of the month. Every meeting, I always got new business. Typically I would get 

more than one transaction. A property management client, a listing client, a buyer client, or some 

combination. 



106 Path to Prosperity – Investor-Agent Workbook 

Every now and then maybe all three. Never failed. Once a month, I would get a deal just for going 

in, for an hour to ninety minutes. That’s all I did. Most of these groups will let you get up and 

speak briefly at some point during the meeting, usually in the beginning. So you need to develop 

your elevator speech! 

Your 60-second speech is not what’s in it for you, it’s what’s in it for them. Tell them what would 

compel them to do business with you rather than anybody else. If you’d like one-on-one help with 

this, we can schedule personal coaching. Just call 1-800-931-2605 to set that up. 

If you want to master this stuff, you should be taking the instructor class. But to really prosper and 

grow exponentially, and more rapidly, you need a coach. I have always had a coach. Matter of 

fact, I have two coaches right now. 

In any case, join your investors club. That has always been a no-brainer for me. Other realtors who 

were in the club say the same thing. They learned how to master the relationship. 

Another thing that comes out of working with clubs is the potential for authority-building. 

The group chair, whom I knew said, “Hey, Gary, would you mind running an article every now 

and then, that we can put in our monthly newsletter?”  

I was a little naïve and young at the time, but I sensed an opportunity, so I said, “Heck, yeah.” And 

so I wrote my first article. And guess what, they published it. Then I wrote another one. 

I started writing new articles each month, and then I created a series they published every single 

month. What did that do? That established me. Remember you’re marketing yourself. You’re 

establishing your brand. My name is Gary Wilson, and my company was Win Realty Advisors. 

People knew me because I wrote articles. That established me as an instant guru. The Go-To Guy. 

So, as a result of all that, I thought, well, maybe I’ll write my own monthly newsletter. Now, I’ll 

be the first to tell you, I have started and stopped this a number of times. It is a lot of work. 

There are companies where you can outsource this, but you still need to be involved. You’ll need 

to give them basic theme or content, and they’ll elaborate and fill in the blanks. But with a 

newsletter, I created business. I made money from it. It was just a lot of work. But it was one of 

my all-time favorites. 

You can also create a monthly community group. If you’ve been around for a while, you’ve 

probably set up a workshop in a local library for first-time home buyers. Or people looking to get 

credit cleaned up. Or people looking to get pre-approved for a loan in which you joint-ventured 

with a local lender or credit specialist. 

Those meetings are examples of one-and-done. You have a workshop, you get some business, then 

you move on. What I did is different. I created a monthly community group which started in a 

local library. At first, I was able to scrounge up six people. I thought, “Oh, boy, this is going to be 

a huge waste of time!” 
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But guess what happened. We got in the room, I talked for a few minutes, and then I just let those 

guys talk and ask questions. I said, “I want everybody to bring forward a problem that you’re 

having now, and let’s see if we can solve your problem, right here tonight, at this table.” 

I was surprised at the candor everyone demonstrated. They were willing to be open and honest 

with their current predicaments. And they solved their own problems. All I had to do was sit back 

and smile.  

Well, guess what? They viewed me as the guru.  

And do you know what happened at the meeting the following month? They brought their friends. 

I started getting business out of this that second night. Then the next month, attendance doubled 

again to 24 people. Then 50. Then 80. Finally, the library approached me and said, “You’re busting 

us out of the seams, here.” 

We had to take out a petition to support our group. Remember, this was a community group thing. 

I wasn’t doing it for profit. I was doing it as a community service. That’s why the library would 

let me offer it. You need to remember this detail, because they’re going to ask you. “Is this a 

community service?” And you’re going to say, “Yes.” 

You can also do this in your local municipality. Typically they will have a conference room any 

citizen in that municipality can rent. 

As our group grew I had to break the participants up into smaller tables. One table would focus on 

flips, one on buying rentals, and another on managing rentals.  

I would determine who the senior members in the entire group were, and spread them out across 

all the tables. And they loved it. They loved the attention at being considered a senior member. I 

did was walk around the tables and sit down to participate here and there. Mostly I just listened. 

By the end of the night, I started getting multiple transactions. Then I had to move from the library, 

and start renting meeting space at a local hotel. 

It was worth it. The group grew to 200 people. And without fail, at the end of every meeting, I 

would have a line of people waiting to talk to me. I got more transactions out of doing this than 

other forms of advertising and marketing.   

It literally only took less than six months to grow from 6 people to 200 people, all by word of 

mouth. I simply created a service, a forum for people to participate in. And again, at six months, I 

had people line up, literally, 20 deep. I was tired. I mean, it was late and I wanted to go home. But 

you know what? Those 20 people typically turned into five, six, seven, or even eight transactions. 

I also grew my property management business substantially. Several people said, “You know, I’ve 

ruined a lot of rentals. You’re the first guy I’ve ever seen do this. Thank you so much. Think you 

can handle an additional 25 units? Because I’m tired of managing them.”  

“Heck, yeah, I’ll manage 25 units.” I grew my property management business from just 4 units to 

200 units in the first year. 
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Then it doubled again the next year. 

In the third year, in nearly doubled again to 700 units. And guess what? I didn’t advertise at all. It 

was all word of mouth. All because I started the monthly community group. I hope you are catching 

the gist here. This is a huge, huge money-making, profitable endeavor. 

It takes a little time, but just imagine that in six months you could be getting five or six transactions 

each month, from this one technique. I hope you take this advice, and start a group because between 

joining the local investor clubs and running my monthly group – those two techniques alone – I 

could have lived very comfortably. 

So, that’s your marketing branding type stuff. It positions you as the guru.  

 

Craigslist 

Now let’s talk about advertising. Let’s get Craigslist out of the way. I know a lot of people don’t 

like it, but just as many like it a lot. Here’s what I’ve discovered. In certain parts of the country it 

works great. In other parts, it’s dismal. 

In Washington D.C., when you run a Craigslist ad, within several seconds, you’re not even on the 

first results page anymore. You would have to constantly put ads out in Washington D.C. to get 

any recognition from Craigslist. You also have to know the best time of day to post, based on your 

area of the country. 

I don’t care if you’re in San Diego, or Portland, Maine. Every area has an optimum time of day to 

post on Craigslist.  

Here are some of the ones I’ve discovered: 

In Western Pennsylvania, mid-afternoon (2:00-3:00pm) ads got the greatest response. 

In Tidewater, Virginia (Virginia Beach, Norfolk, Campton, Chesapeake), you typically need to 

post a minimum of twice a day. Usually right around the morning rush hour, and again later in the 

afternoon. I’ve discovered a lot of people look at Craigslist on their phones while they’re sitting in 

traffic. 

In certain parts of the country, you need to post three times a day. A lot of the gurus were teaching 

that for a while. “Hit Craigslist three times a day, morning, noon and night.” I agree. But some 

areas are better when posted to later in the evening. 

On the West Coast, typically the after-dinner hours work best. I don’t know why. That’s just the 

way it is. There are rules to the game, when advertising on Craigslist.  

One of the best things you can do is advertise inventory you have on listings – duplexes, three 

units, or ten units. Put them out there. And then in the same ad, promote one of your other services, 

like property management, for example. Or offer a free newsletter, or a free report. Offer an article 
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you recently wrote. Always multiply your efforts, because here’s the deal. Most people looking at 

Craigslist Real Estate, are not looking to find out what services you offer or to get your free report. 

You can post in the service area, but they’re not looking there.  They’re looking at properties. So 

you need to offer your other services within those ads. 

 

Facebook, LinkedIn 

Another trick I really learned to master is social media. Facebook and LinkedIn. Not so much 

Twitter. But I am really big on LinkedIn. I belong to multiple groups, all specifically related to 

Real Estate investing, or Real Estate agency. 

My profile is pretty robust. I talk about the books I’ve written. The training courses I’ve created. 

The skills I’ve developed. I have over 1500 LinkedIn connections. LinkedIn has a lot of 

capabilities, but where I really want you to focus right now is Facebook.  

Facebook has now opened things up so you can market and advertise like on no other medium. 

Just trust me on this. Go look at https://www.facebook.com/myinvestmentservices and you’ll see 

what I’m talking about. You can even look at some local sites, like Win Realty Advisors and 

Hampton Roads Real Estate Guide.  

I highly recommend you take a class on Facebook, and learn how it works. Kim Walsh-Phillips of 

IO Creative is an awesome service provider.  She really knows what she’s talking about. Before I 

met her, I was floundering on Facebook, spending thousands of dollars a month. All I got was 

“Likes.” After I took her class and paid for some personal coaching, now I spend only a few 

hundred dollars a month on Facebook, but get hundreds of opt-ins. 

Kim showed me how to leverage my free report, my free e-book and my free webinar to get 

qualified leads. It works, people! Those opt-ins become my clients. Facebook is huge. Just don’t 

ever abuse the privileges it gives you. If you do, you’re going to get shunned, un-friended, un-

liked, unconnected, and you’ll be unsuccessful. Learn Facebook and follow the rules of the game 

and you will be successful. Jump in while the getting is good! 

 

Churches 

Most churches have a church bulletin. You should absolutely be advertising in your church 

bulletin. Just before I recently moved, the church I attended had 2000 families. That’s like 6000 

people. It’s usually very inexpensive, but you have to be careful how you present your ad.  

Most people place similar ads to realtors. They’ll put a picture of themselves that says, “Look at 

me, me, me. I’m number one. I’ve got all these tags and nations, you should use me.” That doesn’t 

work. 
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You need to talk about them, them, them. It’s not about what’s in it for you, the Agent. It’s about 

what’s in it for your consumer. If you’re a realtor, in every ad you need to offer a free market 

analysis and a free list of homes for sale. Just do those two things in every ad. 

Give the potential client something of value to them, and they will call you. They will email you, 

and you’ll develop a relationship from there. That’s a big, big tip. If you’re still doing it the old 

way, “Look at me, me, me,” they won’t care. 

What they want to know is what you can do for them. And what you can do for them is help them 

find properties and help them sell properties. Offer them a free market analysis, and a free property 

search. Trust me.  

 

Grocery Stores 

Almost every grocery store has a bulletin board. Here you want to do a super simple ad. Put a 

really cool color picture up there, like, with you and your dog. 

The picture is just to get their attention. If your ad is just a bunch of writing, most people will walk 

right by it. But put a photograph up there and it’s going to catch somebody’s eye. A good looking 

dog, or you playing Frisbee at the beach with your dog. 

If you’re on there on a surfboard with a dog, or you’re hiking with a dog, people will take a second 

look. At the bottom, just simply put a tear-off with your number that says something like, “Learn 

to invest for free,” and add your phone number. I promise it will work if you do something like 

that. 

 

Restaurants 

I love restaurants for a couple of reasons. I generally don’t like putting an ad on their placemats 

since it usually doesn’t work, but the same principle that applies in a grocery store will work in a 

restaurant. In other words, don’t just put your picture with your phone number, email address, and 

“Call me to sell your home, because I sell a lot of homes.” 

Who cares? But again, offer a free market analysis, and a free property search, and you’ll get some 

calls.  

But what really does work great in restaurants is, instead of using their placemats or napkins, just 

put a little business card stand cashier counter. If you’re a regular patron, they’ll often let you do 

that for free. 

Here’s where the really big goodies come in. Talk to the proprietor. Almost every restaurant, on 

any shift, has someone present who has some management responsibilities. They’re a decision 

maker. Approach this person and say, “Look, I would like to refer my new clients to your 

restaurant.” 
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It could be your tenants and your clients’ tenants, but more importantly, it should be your new 
Investor clients. You could say, “Look, I would like to offer a bonus or a gift to my clients. I want 
to give them a gift card to your restaurant. Will you allow me to give them a $25 gift card for free? 
You give me a stack of cards. And maybe it’s not $25, maybe it’s a buy one meal, get one free. 
But if you let me do that, I’ll give those only to my clients who are in the area. I’ll bring them to 
your restaurant. It allows me to give my clients a thank you gift. It allows you to bring in new 
consumers who will potentially eat at your restaurant on a regular basis once they see how good 
your food is.” That’s the approach I want you to take with these restaurants. 

The latter approach, okay? That’s where the relationship works. If you don’t understand that, 
please re-read this section again. 

 

Local publications 

I don’t like the big newspapers. They don’t work. They stopped working years ago. You may have 
noticed the real estate section of those papers has dwindled from a dozen or two dozen pages, 
down to maybe one page, back and front, even in the large markets. 

Don’t use them, for that reason. However, small local publications, like Penny Saver or Green 
Sheet, any community paper, are often far less expensive and still work. Because people actually 
look at that stuff. Again, in your property ads, put in a little up-sell, or a cross-sell. 

“Hey, by the way, if you look at this duplex, you should check out this free report. Click on 
www.freereport.com.” You’ll get a lead just from doing that. Trust me, that’s how you want to do 
the ads in these local publications. They’re very inexpensive. 

 

Direct Mail 

Aside from joining an investor’s group or forming your own small group, the next most effective 
channel is direct mail. 

Direct mail is a tricky subject. A lot of people do it wrong. They create a postcard and send it to 
thousands of people, because, guess what? It’s really cheap. Yeah, it’s cheap per person, but you 
might have to spend hundreds of thousands of dollars to attract a wide audience of people. 

And the thing is, with direct mail, you can’t just do one-and-done. If you only send out one mailing, 
you’ll be lucky if you get a phone call. It doesn’t work that way. Direct mail needs to reach the 
same people, repeatedly. Over and over and over again.  

I have a group of people I’ve been sending to, every month, for years. The first call was in month 
three. I didn’t start getting calls on a regular basis until about the seventh month. But then it started 
picking up. It actually leveled off about month 12. 

So here’s what you want to do. Don’t send postcards, okay? 
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You want to create a letter that looks specific to the recipient. The body of the letter is going to be 
the same copy over and over again. But the salutation, “Dear Name,” is going to say, Dear John, 
Dear Jane, Dear Whoever. 

And you’re going to personally sign it. You can get a digital signature stamper that looks authentic. 
Sign a letter that way, or by hand. That way, it’s a personal letter. Even though a few hundred 
people are receiving it, it’s still a personal letter.  

The envelope should be hand addressed. But the return address should not say, Bob’s Realty. Or 
Coldwell Banker, or ReMax, or Century 21, or Keller Williams.  

It should say Gary Wilson. Well, okay it should say YOUR NAME! Put your physical business 
address on there. You can use stickers to do the return address. That’s okay. But the recipient’s 
address needs to be handwritten.  Every single one. 

Here’s how this works. You’re not going to send a letter broadcast out to every single person. If 
you want to get listings for rental properties for your Investors to buy, every county in the country 
gives you access to their database through their property ownership information. Most of them will 
send you a disk just for the asking (and a check for $60, for example). 

So go online, find your local municipality. If they’re small, call them and say, “I would like to get 
the name and address information for all the property owners in this area.” It’s usually on a 
database that is segmented by the type of property. Single family home, 2- to 4-units, 5-to 19-units, 
and non-residential or retail commercial properties. 

Also, because the information contains zip codes, and the street address, you can sort this database 
on your computer so you’re only sending letters to people in a certain zip code. If you only want 
to focus on multi-units, then you’re only going to send to multi-unit owners in a particular zip 
code. 

The database will typically give you the property address of the subject property, but you will also 
generally get the owner’s mailing address. That’s where your letter should go.  

So you sending these letters to the owners of multi-unit properties in these specific zip code areas. 
You may have a target area of only 200 people. 

Keep mailing to these people. Every month. Don’t spam them. Don’t send every week, send every 
month. And every month, change up your letter, offer them something different. Always offer 
them something. “Hey, you know, call me for a half-hour free consultation, to help you solve a 
current problem, no strings attached. It’s a $500 value, why would you turn it down?” 

Offer a free report. Offer a free e-book. Offer something in your letter. Give them a reason to call 
you. Keep doing that over and over again. I promise you will get calls from these people, and 
you’ll get listings. That’s how you do direct mail, people. It’s a huge way to get listings. 

And you’ll get listings for all your Investor buyers, too.  
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Create Your Own Website/Blog 

Now, I’m going to ask you guys to do me a favor. Don’t get sucked into all this. Yes, you should 

have a website, but keep it small and simple. A lot of people are going to talk about social media 

and websites and all this stuff, to make it sound like this is the end all, be all. 

It’s not the end all, be all. It plays a certain role in your overall marketing and advertising plan. 

But if you find yourself spending more than a few hundred bucks on a monthly basis, you’re 

spending too much money.  

This can be a huge money pit, like a boat. It’s a lot of fun in the beginning, it’s exciting. And then 

all of a sudden you don’t use it as much, and it sucks money out of your pocket. Website 

development is the same. You can spend a ton of money and get very little feedback, and very 

little business out of it. So keep it simple.  

In the beginning, spend your money on direct mailings. Spend your money joining clubs. Spend 

your money forming your own monthly group.  

When you start doing this stuff, it takes time and energy and money. 

It’s the same with blogging. I like blogging, blogging works. But AdWords can be expensive and 

you need to know what you’re doing. Google AdWords, Yahoo… it all takes a lot of money. 

If you don’t know what you’re doing, it can be a huge money pit. Same thing with Facebook. If 

you don’t take that class I recommended for Facebook, it can become the Facebook fireplace. You 

just throw money in and it burns up. You need to know what you’re doing. 

So, don’t try these other things until you already have a business up and running, and you’re 

looking to grow, okay?  

 

Joint Ventures 

What you can do is joint ventures. Joint ventures are where you team up with a credit guy, or you 

team up with a lender or a home inspector or a home warranty group. 

Together you put on a group program, or a community event. Maybe you can have a picnic, for 

example. But join forces with somebody. Maybe it’s another agent across town. Together and you 

leverage one set of activities and one set of expenses. And you each bring in clients. If it’s on the 

West side of town, you get those clients. If it’s on the East side of town, they get those clients.  

If you decide to create a newsletter – and again, don’t do this until you’re already up and running 

– you can have affiliates. Lenders, inspectors, painters, carpet guys, contractors, landscapers, the 

removal guys, the list goes on. Have them give you a few bucks every month to put their ad in 

your newsletter. Now you can get your newsletter paid for. You will still have to create (or 

outsource) it, but those guys will get business from you as a result.  
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YouTube 

People love videos these days. You should be doing video, too. You can do it from your iPhone. 

It doesn’t have to be elaborate. Set up a YouTube account that matches your website. 

Do a quick five minute video, “Hey, guys. Here’s something I discovered recently when it comes 

to analyzing multi-unit properties.”  Or, “Hey, guys, I want to share a trick you can use when 

you’re going to get financing on a multi-unit property.” Just a quick video and always put a link 

back to your website, along with your contact information. 

Upload it to YouTube. Put it on your website. Send it out in your emails. You can do most of this 

right from your phone. Just get that thing going viral.  

And by the way, the more YouTube videos you have, the more you will be rewarded from Google, 

because Google owns YouTube. There’s a lot more to that than meets the eye, but I just gave you 

a really big tip, there. 

So use videos. It doesn’t take long. Once you get used to it, you can crank one out in a matter of 

minutes. You can do them all from your smartphone. And you can do it on the fly. You can do it 

while you’re sitting in a parking lot, waiting for a client. You can do it to promote your listings. 

There’s all kinds of things you can do with YouTube. And once you create it, you need to put it 

out there. Send it out through texting, through emails, through your website. You can post it on 

your blog, and you can link to your blog from inside YouTube, too. 

 

The possibilities are endless. I hope you will take some of these ideas and implement them right 

away. I believe God wants us all to be happy, not sad. Wealthy, not poor. Healthy, not sick. And 

it’s our duty to fulfill our purpose, the way He intended our lives to be. What better way to do this, 

than to be our highest and best selves? To be living examples of a joyful life.  

You can do this by following the techniques in this course. We absolutely need to make the most 

of this precious gift of life we’ve been given. You can thank Zig Ziglar: “If you only help enough 

other people get what they want, you will have plenty of what you want.” 

It’s so true, because it all comes down to service. We’re all here to serve. However you slice it, 

whatever you do, when you learn how to serve people through your own particular passion (in this 

case it’s Real Estate), I promise you will prosper abundantly.  

Learn all you can. I highly recommend you use these strategies yourself to Invest for yourself.  
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Make a plan to implement three of the marketing strategies from this section. 

Prioritize your list and work on just one at a time. Don’t move on until you’ve mastered the current 

one you’re working on. If at first you don’t succeed, try, try again. Fail forward fast. You’re going 

to make mistakes, okay? Get over it. Accept the fact that you’re human and you’re going to make 

mistakes. 

Everybody does, including me, and even people who are far more successful than me. If something 

doesn’t work the right way, it’s not the system that’s the problem. You just simply need to master 

the system. You need to keep trying. That’s why you start small. That’s why I said just go for a 

marketplace of 200 people for the direct mailing. 

Don’t try to mail to 1000 people. You only need to mail to 200 people, but mail to them every 

single month. When you get the letter down tight, change it every month until you get one that 

really works well for you. Then you can roll it out to larger areas. Same thing with Facebook. Just 

target a small group of people in the beginning, a niche group. 

Learn to master the skills before you grow. It’s the same the community work group. I started off 

with six people in a library. It was free. That’s what I’m talking about. Master the technique first, 

before you grow. In other words, in order to grow big, you need to start small. It’s an age old lesson 

every entrepreneur has to learn the hard way, one way or another. 

We all start off thinking we’re going to conquer the world. We spend a lot of money and go 

national. It doesn’t work. It’s not the system that didn’t work, it’s just that we should have learned 

and mastered the skills first with a small group before going big. So do your homework!  

Need more advanced help?  Contact me at: 
800-931-2605 

Support@MyInvestmentServices.com 
MyInvestmentServices.com 
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Module	Ten 

 

This module is perhaps the most fulfilling. Make sure you have a pad of paper and a pencil or pen 
handy. 

A. What’s Next? 

 Buy and sell large apartment complexes 

 Start your own Real Estate Brokerage business 

 Start your own property management business 

 Start another business related to Real Estate and Investing (like painting, plumbing, or 

electrical contracting) 

 

In order to not just survive but thrive, you need to treat yourself like a business. You need to use 

your Real Estate license as an income producing asset. You need to leverage what you are already 

doing. You will see how to maximize your time and effort to generate the most income in the least 

amount of time, and with the less expense. 

 

Start Now 

What are you waiting for? What are you still doing here reading this book? 

 Right now: Create a “To Do List” 

 Get a round “To-It” 

 Get an index card out and write on it “I Promise….” and fill in the blank with the promise 

to yourself to take the 1st step. 

 Call 1-800-931-2605 or email Support@MyInvestmentServices.com to ask for our training 

course, coaching availability, or to ask for the name and number of an Investor/Realtor in 

your area so you can get to know them and get more insight into the decision. I want to 

help you, and in order for that to happen you have to meet me halfway. 

 Make the call! Now! 
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This is what I want you to do. Draw a circle on a piece of paper and on the outside of the circle 

draw arrows pointing outwards. You need to draw eight arrows. The first four arrows are to the 

compass points and the next four arrows are in between the four you just drew. Draw the arrows 

pointing outward. 

In the middle, write “Investor Realtor.” This is you working with Investors. You could even just 

write “Investor” in the middle. You are working with Investors. When you work with Investors 

over time, you are going to learn how to invest. You really should take some other classes on 

flipping, wholesaling, and buying and managing rentals. 

You will want to develop as many streams of income as you can that are built off of other activities 

in which you are already engaged. Leveraging what you are already doing to produce more income. 

You will not be creating a whole new stream of work. You will simply be leveraging the work you 

are already doing to create more income.  So invest yourself. 

Inside another circle write “get involved with wholesale.” Either you are wholesaling yourself or 

you are helping wholesalers. 

In another circle write the word “flips.” Again, this is either you flipping or you helping your 

clients flip. It is another stream of income. That is why this is so beautiful. In the beginning, you 

help your Investor buy property. You represent them on the buy side, and when the property is 

remodeled to flip, you get the listing on the back end. You sell the property they just remodeled 

and get a second commission just by listing and selling it. If you also bring in the buyer, you get a 

third commission. You can actually get three avenues for income from working with people who 

flip properties. Is that awesome or what? 

How about representing people who buy rental properties? These people are going to be repeat 

buyers. They are going to continually buy larger and larger properties. Out of that, you may also 

find some to allow you to develop your own property management business. We will talk about 

this soon. 

You will work with renters who may eventually want to buy houses. Make sure they understand 

you are a licensed Agent. Should they ever decide to buy a property, they will want to work through 

you. 

When you represent enough buyers, you will likely get to the point where there is enough demand 

for property management you will no longer be able to ignore it.  

In the beginning, I suggest you take on a few property management clients without a big, giant 

infrastructure. You do not need to build another business right now. You want to take on a few 

clients and see how you like the property management aspect. This is where it all starts. 

Eventually, you can build your own property management business. I will describe this a bit more 

later on in this session. 

You can also build a team. Let’s say you decide to invest. Before you begin, you can build a team 

around yourself as the Investor-Agent first. Then you leverage your knowledge and skills.  You 
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teach other people how to do some of the lower-paid tasks. You can have a buyer’s agent. You can 

do all kinds of stuff. Basically, you are building a team. 

The seventh circle is for “referrals.” I have mentioned it before and I will tell you again that I 

always seem to get more referrals from Investors than I do from my owner-occupants. On average 

I get one referral for every Investor represented. This is incredible! It means I essentially doubled 

my business just by working with Investors. 

Some Investors referred more than one; some Investors did not refer well. However, on average it 

has been a little more than one.  Once you get a great referral business going, it will not just be 

referrals coming to you from your clients. You will also get to the point where someone says, 

“Hey, I have a friend who lives in Santa Barbara and they want to learn how to invest. Can you 

help them, hook up with the right realtor?” 

No matter where I’m living at the time, I can say, “Absolutely,” because I know how to find an 

Investor-Agent out there. It is very easy to do since typically I have former students across the 

country. However, whether you are with RE/MAX, Coldwell Banker, or Keller Williams, you can 

always have a way to contact other agents within your company, and you can find out which of 

those work with Investors. 

I prefer to refer to people who know my techniques. The bottom line is, though, you can earn 

referral income by sending referrals to people all across the country based on the relationships 

these folks have with your own clients. You can have referrals coming in and referrals going out. 

The last arrow is “helping Investor clients buy and sell their own homes.” Let’s face it. Everybody 

you are representing lives somewhere! Of course, they do. Investors are typically homeowners. 

They own their own properties and from time to time they will want to sell their current property 

and buy another one. They will want to move up. Most Investors eventually realize they can live 

in bigger homes. 

You will get that business. You get the Investors looking to buy and sell their own homes, so you 

get a sell side by listing their current home and a buy side by helping them buy their new home. 

You may even get a third side which is a buy side on the listing you got from selling their current 

home. 

There are eight ways for you to make money by working with Investors. I suggest you always 

work with a minimum of three and help your owners do the flips; help them do the rentals; and 

you should invest, as well. This is a minimum. 

If you are really entrepreneurial, eventually you will get to the point where you want to build a 

team and maybe build a property management business. Perhaps you will want to take on 

wholesalers or build your referral business. 

Start with the three-legged stool first:  

 Invest for yourself 

 Represent flippers 

 Represent people buying rentals 
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I promise you will always have income. Even if another recession hits and the owner-occupy 

business drops, you will not care so much. You will be making money from your Investors. They 

are out there in droves during a recession. The good ones will be out there buying in a recession, 

not sitting back on their laurels. 

Essentially, there are eight ways you can leverage what you are already doing to build your 

business around your license.  

Your license is an income-producing asset. You need to think of it as an income-producing asset 

and run it like a business. You get up early, you work all day, and you have a fulfilling day.  

You do not have a full day; you have a fulfilling day. You have a profitable day.  

Run it like a business so every day you know what money you have coming in and what expenses 

are going out.  Run it so you’ll know what money is coming in tomorrow, and what expenses are 

going out tomorrow. 
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Running this thing like a business is important because you may eventually decide to build your 

own broker’s business. (I know a lot of brokers out there right now are cringing. “Hey! What are 

you doing teaching them to build their own brokerage company?”) 

Relax! Maybe they will build another office under your tutelage. Maybe they can build a branch 

office. These guys are your broker of record; they are 51% owner and you are 49% owner. I am 

not saying they should take your business away. I am saying you should leverage what you are 

doing to build business for yourself. If you want to stay with your current brokerage company, do 

it. 

There is another entire subject matter, a whole class there. It is very intense and it does take a 

while. You need to go through an application process to see if you qualify. This is true whether I 

teach you or whether you go through your own company. Keller Williams shows you how to 

franchise and they teach you how to do it. It is an awesome program. 

No matter where you go, you need to be a business person. You are now evolving. You just happen 

to apply your trade to the world of Real Estate. You are basically going to put on a new hat, the 

hat of a business owner. 

You have to learn how to recruit Agents, manage your income, and manage your expenses. You 

have to learn how to manage risk, and most importantly, you have to learn how to manage people. 

If you really make a lot of money, you can hire a manager to do all of that stuff. You are simply 

the rainmaker, cashing checks every month and helping to bring in business. That is your 

brokerage.  

This is a very high-level description of what has to happen. Take a continuing education class on 

the management role of being a broker of record. You will get a lot out of that. 

The next type of business you can build is a property management business. When I built mine, I 

did it underneath my brokerage company. This was okay in the beginning because I just wanted to 

incubate it. I wanted to make sure I could make a go of it, make some money from it, and not kill 

myself or my team. 

It took off! I had a property management business like it was shot out of a cannon. It was like the 

brokerage business. We started off literally right at the beginning of the recession and while most 

other people were shrinking or dying, we were growing like crazy. 

I built my property management company within that context, underneath the umbrella of the 

brokerage company in the beginning. Initially I surveyed all my clients. I said, “Who would use 

property management if I built one based on lessons I’ve learned over the years to operate your 

properties?” That survey got us 40 units right out of the gate. 

Immediately I hired a person to do the daily operational stuff for me. The daily responsibilities. 

With 40 units it was well worth it. I grew the business from 40 units to 200 units within a single 

year. In the second year it grew to 400 units, and to 700 units in the third year, nearly doubling our 

business each year. 
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The reality is that I ran it like a business. I had my owners to take care of. I had tenants to take care 

of. I had employees to take care of. I had medical insurance, payroll taxes, and the whole nine 

yards. I had to develop a formal marketing system. More importantly I had to create a property 

management system that was more automated. What I was doing was working, but I needed to 

systematize and automate further.  

If you are going to create a property management company, you have to have your head in the 

game. You have to have some thick skin, and really be behind it emotionally. It has to be a passion 

for you. 

If you get into a business just to make money, you are going to get bored with property 

management. It is going to be stressful for you. You will not put in the passion needed to make it 

profitable. You will actually start to lose money. 

Do not do this if you are just going after the money. If you have a real passion for it, if you see the 

purpose, if this is aligned with God’s intention for your life, by all means pursue it. However, you 

have to think like a business person: income, expense, asset, liability. 

You need to keep your assets and liabilities in check. In other words, you should never owe more 

than two-thirds of what you own when it comes to your own properties.  

When it comes to running a brokerage, I suggest you do not owe anything. Build your business on 

cash, not credit. Do not go in debt to build a brokerage business or a property management 

business. Do it from the cash flow you already have coming in from representing other Investors 

and owning your own rental properties. This is always where to start. This gives you a steady 

income every day regardless of what happens in the economy. You build from there. 

Having said this, there are plenty of you guys out there, Investors and Agents alike, who happen 

to already be in business as a painter or plumber or electrician or you name it. How would you like 

to leverage what you are already doing there to service other Investors? Do you think other 

Investors would need a painter, a plumber, or an electrician? You bet they do! 

When you are in the investing business with your Agent’s license, and you have a client who is a 

very good painter, you can joint venture or partner with them to build a painter-contracting 

business. Go to the local investor groups and promote it there. Put it in your newsletters and in the 

local Penny Saver. 

You can build a related business. The bottom line is that you always want to think in terms of how 

this is related to real estate. How is it related to your current brokerage business or your current 

property management business or your current investment business? 

When you can do this, when you can tie these together to something you are already involved in, 

you will have a much higher probability of succeeding. You will have other Investors coming to 

you because they know you. There is rapport built. They trust you, they like you, and they respect 

you. If you are a painter, they will use you. 

It is the same with an electrician or a plumber. I know plumbers who do really well in the 

investment game. They actually take on a lot of other Investors to do their plumbing work. You 
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can build a related business. It does not have to be a Real Estate brokerage business. It does not 

have to be a Real Estate property management business. It can be a related business. 

Perhaps you want to get into home inspecting. Well, that is not as easy as it was years ago. Now 

you have to follow the American Society of Home Inspectors (ASHI) rules. Typically you have to 

be mentored by an existing inspector for up to three years. It is not as easy as it used to be. 

If you know somebody who is good with electrical work or painting or plumbing, maybe even 

already licensed and insured, you can build a business which is related to what you both are already 

doing. 

Hopefully this makes sense to you. 

B. Evaluation 

In Module One, you identified three personal goals and business objectives for yourself. How 

did you do? What should you celebrate? What should you improve upon?  

On your next step, you just have to get started. Years ago, in my grandmother’s church they 

decided to have a campaign. They called it the “To-it” Campaign. Everyone always says, “I’ll get 

to it.” We say, “I know I need to get to that. I’ll do my marketing when I get a break in the action. 

I will get to it then.” 

The church members created round to-its. These were round pieces of crocheted cloth, and in the 

middle was “to-it.” I have always kept one with me all these years. It has served as a reminder to 

me for 38 years to always take action.  

So far in this course you have been given the education and the information. However, I cannot 

make you take action. You have to do that for yourself.  

If tomorrow you find yourself not taking action, I promise you that a day will turn into a week and 

a week will turn into a month. A month will turn into a year and you will be no further ahead. 

This is why I always recommend people who take this course independently to follow up with the 

instructor-led course. This requires an investment, but if you have bought this course, you already 

have it partially paid for. An instructor-led course will get you involved with other students where 

you work together jointly. You will work through your transactions at the same time and develop 

community groups which I set up for you to communicate with each other so you can help each 

other out. 

You can also get involved with personal one-to-one coaching. There is an application before you 

can be coached one-on-one. Call Beverly at 1-800-931-260, or click on 

MyInvestmentServices.com and go to Members’ Area to get the application for personal one-to-

one coaching. 
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You can also do group coaching. If you are a real go-getter, a self-starter and self-motivated, you 

could succeed with the group coaching. However, most people prefer the personal, one-on-one, 

problem-solving, guru-level type coaching. 

In any case, I want you to see that there are at least eight ways to leverage your license as an 

income-producing asset by working with Investors. When you work with owner-occupants, you 

typically work with the owner-occupant on a single transaction. Maybe you can get one referral. 

With Investors there are at least eight ways to make money, and I suggest you do three of them. 

In lean times such as winter, you will always be okay when you work with Investors and 

establishing multiple streams of income. You will not have to worry about where your next ship 

is coming from. I can promise you that. 

I hope you have enjoyed this course.  I enjoyed teaching it, and I thank you very much. This 

program is built on my own experience. Owning all those rental properties allowed me to build a 

brokerage company, a property management company, and eventually this teaching company.  

This is my true passion; this is what is fulfilling to me. I do not just have a full day—I have a 

fulfilling day. You are part of that and I am eternally grateful. 

Thank you very much, and please reach out to us. We look forward to seeing you again! 
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You can invest in rental properties.  

Real Estate Investing For Rental Profits And Winning Every Time 

& Rental Profits Without The Pain 

 

You can also invest in flipping properties.  

Flipping For Profit Without The Risk 

 

You can wholesale properties.  

Wholesaling so Everybody Wins 

 

Visit www.myinvestmentservices.com to get these and other books  

and training courses. Or call 1-800-931-2605. 
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Definition	of	Terms 

Abstract of Title: A summarized history of the title of real property listing rights and liabilities 

such as easements, mortgages, liens, and transfers of title. The abstract gives evidence of the chain 

of title and whether or not the title is clear. 

Acceleration Clause: A clause in a mortgage that provides, at the option of the lender, the entire 

unpaid balance of the note would be due immediately upon failure to make a required payment or 

upon the sale of the property. In the latter case it is known as a due-on-sale acceleration clause. 

Usually it is found in paragraph 17 of a mortgage. 

Accretion: The gradual buildup of soil by water. 

Accrued Interest: Accumulated interest earned or due but not yet paid. 

Acknowledgment: Legal declaration before a notary or duly authorized officer of a jurisdiction 

that the one signing an instrument is who he or she claims to be. 

Acre: A quantity of land equal to 43,560 square feet. (For example, a square 208.7’ x 208.7’ or a 

rectangle 100’ x 436.5’). 

Adjusted Cost Basis: For accounting purposes, the original cost plus improvements minus 

depreciation or cost recovery taken. 

Ad Valorum: A measure of worth based on the value of something. For example, real property 

taxes calculated on the market value of the property. 

After Tax Cash Flow: Effective gross income minus operating expenses and debt service plus or 

minus any tax savings or tax liability. (Also known as net spendable income.) 

Agency: A relationship of trust whereby one party, the principal, entrusts another party, the agent, 

to act in his or her behalf and to represent him or her in doing business with other parties. 

All Inclusive Trust Deed: The borrower obtains a new mortgage which is structured to include 

the old mortgage. The borrower makes payments on the new mortgage directly to the lender, who 

makes payments on the old first mortgage. (Also known as a Wrap-Around Mortgage.) 

Amortization: The reduction of debt over a fixed term on an installment basis. 

Amortized Loan: A loan in which the principal as well as the interest is payable in monthly or 

other periodic installments over the term of the loan. 

Annuity: A payment of equal installments paid periodically for a given number of periods. 



 

Appraisal: An estimation of value of real property as of the present or past date (not future). Any 

of three methods are used where applicable: cost approach, income approach, and market data 

approach. 

Appraiser: A disinterested party who evaluates a property and determines a value for it. 

Appreciation: Growth in value. 

Appurtenance: Anything attached to the land which becomes a part of the property. A fence 

would be an example. 

Arrears: The payment of money after the fact. Interest or taxes paid in arrears would represent 

money paid for a period of time gone by. 

Asking Price: The price an appraiser has determined for a property and the price for which it is 

on the market. 

Assessed Value: The value placed on the property by the taxing body of a county. This value is 

then used as a basis for computing taxes. 

Assessments: A tax charge against real property by the taxing body of a county. 

Asset: Any possession of value that an individual owns which may be used for payment of a debt. 

Assign: To transfer one’s rights in a bond, mortgage, lease, or other legal instrument to another 

person. 

Assumption of Mortgage: To expressly take responsibility for the payment of a note secured by 

an existing mortgage on real property, thereby becoming a co-guarantor of that note. 

Attorney at Law: A person licensed to practice law. 

Balance Sheet: A financial statement showing assets, liabilities, and net worth. 

Balloon Payment: A large final payment due on a note, usually after partial amortization of the 

debt, through installment payments. 

Bankruptcy: Proceedings against a debtor, who has been declared legally insolvent, to distribute 

the debtor’s property among the creditors. 

Bill of Sale: A document used to transfer title to personal property (chattel). 

Bird-Dog: People who are on the lookout for properties that are for sale. Sometimes they earn a 

referral fee, if the property is purchased by an investor through their referrals. 

Blanket Mortgage: One mortgage that covers several different parcels of real property. 



 

Blended Interest Rate: The interest rate resulting from half the difference of the interest rate 

originally written for the mortgage and the current market rate of interest. Generally, when loans 

are not assumable, asking the bank to rewrite the mortgage at a blended interest rate is the next 

best thing. 

Boiler Plate: Preprinted sections of a contract. 

Bounds: Boundaries that are natural (lakes, trees, rocks, etc.) or artificial (roads, railroads, etc.). 

Buyer’s Broker: A broker who represents the buyer when entering a Real Estate transaction. 

Generally, the seller pays the broker’s commission at the closing. 

Capital: Money used for investing purposes. 

Capital Gains: The profits realized above adjusted cost basis on the sale of property. 

Cash Flow: Effective gross income minus operating expenses and debt service. (Also known as 

cash throw-off.) 

Caveat Emptor: “Let the buyer beware.” This statement does not apply where the buyer and seller 

are using an agent (broker). 

Chattel: Personal property. 

Chattel Mortgage: A mortgage on personal property. 

Closing Date: A predetermined day that the transaction of buying/selling property will take place. 

Collateral: Real or personal property pledged as security for repayment of a loan or debt. 

Commission: Usually a percentage of the purchase price paid to the broker or agent for services 

rendered. 

Common Law: Law that is not codified; developed from common usage and custom. 

Competent Party: A person legally able to contract; being of legal age and sound mind. 

Concessions: During negotiations, these are the items that each party is willing to give up in order 

to get the items each party really wants. 

Condemnation: The process by which property of a private owner is taken, with or without 

consent, for the public use. Fair compensation must be paid. 

Consideration: Something of value exchanged by a party to influence another party to enter in a 

contract. 

Contingency: A possible event based on the happening of an uncertain future event. 



 

Contract: A legal agreement entered by two or more parties which created an agreement to do or 

not to do something. 

Contract for Deed: A contract for the sale of real property wherein the seller is obligated to 

provide a merchantable title after the buyer has paid for the property, usually in installments. (Also 

known as an Agreement for Deed or Land Contract.) 

Contract for Purchase and Sale: An agreement between buyer and seller of real property to 

transfer title to that property at a future time for a specific sum of money. (Also called a sales 

contract). 

Conveyance: An instrument (deed) legally sufficient to transfer title to real property. 

Cooperative: An apartment house or similar property owned, usually in corporate form, by all the 

tenants. Each has stock in the corporation which owns the building. 

Cost Recovery: Formerly known as depreciation. A provision of the tax law that allows the owner 

of real and personal property to recover the cost of that property over a period of time specified by 

law. Cost recovery may be straight line or accelerated. 

Counter Offer: A change in price or terms of an unacceptable offer. 

Credit Bureau: An agency that compiles data on an individual’s credit history and, upon request, 

distributes a report to potential creditors. 

Credit Bureau Report: The compilation of an individual’s credit history. Potential creditors may 

request a copy from a credit bureau. 

Credit Limit: Generally found when dealing with credit cards, this is the maximum amount the 

card holder may charge to that account. 

Creditor: The lender. The one to whom the debt is owed. 

Cure Date: The last day given for bringing mortgage payments current at the beginning of the 

foreclosure process. 

Dead Asset: An asset that an investor does not want; in the investor’s eyes, it has no value. 

Debt Service: The sum of the annual principal and interest payments expressed as a percentage of 

the amount owed. 

Deed: An instrument conveying title to real property. It usually must be signed by the grantor 

(seller), witnessed by two persons, and recorded. 

Default: Failure to discharge a duty or obligation. 



 

Deficiency Judgment: A judgment rendered in court for the difference in the amount realized at 

a foreclosure sale and the amount owed by the mortgagor, if the foreclosure sale fails to completely 

liquidate or satisfy the debt. 

Depreciation: (See Cost Recovery.) 

Devise: Disposition of land or real property by will. 

Discount: The percentage of the original balance of the loan that is charged to the borrower; 

sometimes referred to as points. Also, the difference between the selling price of a mortgage and 

the amount due. 

Discounting a Note: The process of offering a promissory note for less than its face value to 

enhance marketability. 

Distressed Property: A bargain property that is substantially below its present or projected 

renovated value. 

Dower: The legal rights of a widow in her husband’s estate. These rights have been abolished in 

many states. 

Due on Sale Acceleration Clause: (See Acceleration Clause.) 

Duplex: A two-family home where the units share a common wall and are situated side by side. 

Earnest Money: A deposit of money given by a party to bind the contract, usually credited toward 

the sales price. 

Easement: An interest held by one party in the real property of another, giving that person the 

legal rights to trespass on the other’s property. 

Effective Gross Income: The difference between the total gross income and the vacancy 

allowance. 

Effective Interest: The interest rate the borrower actually pays as opposed to the nominal interest 

rate. The effective interest rate is made higher than the nominal rate by addition of points or 

discounting a loan. 

Eminent Domain: The power of the government to take private property for public use in return 

for fair compensation. This power is exercised through condemnation. 

Encroachment: An infringement, usually an improvement such as a building or fence, constructed 

on a property contiguous to the one infringing. An encroachment is usually revealed by a survey. 

Encumbrance: A limitation on the title to real property. A mortgage or easements are examples 

of encumbrances. 



 

Equity: In Real Estate, the value of an interest a person holds over and above any mortgages or 

liens on the property. 

Equity of Redemption: The rights of a mortgagor (borrower) to buy back a property after a 

foreclosure sale. While equity of redemption does not exist in some states, in other it extends up 

to two years. 

Escape Clause: A clause added to the contract that allows either party the option of exiting the 

contract; thus, both parties are no longer bound by any contractual obligations. 

Escheat: The reversion of property to the state when an owner dies with no will and no known 

heirs. 

Escrow: Money or documents held in trust by a neutral third party. 

Estate: Ownership interest in real property. 

Estate by the Entireties: Ownership by husband and wife with right of survivorship. 

Estimated Annual Gross Income: An estimate of the total amount of income one will receive in 

a period of one year. 

Estoppel Letter: A letter certifying the exact balance of a mortgage or other loan at a given time. 

Et Al: And others. 

Et Ux: And wife. 

Exchange: The exchange or trade of business property you own for another trade or business 

property that is like/kind. No taxes are due in such an exchange under a given set of circumstances. 

Exculpatory Clause: A clause in a contract relieving one of the parties of personal responsibility 

of liability. In a lease, the landlord is relieved of any responsibility for injury to tenants leasing his 

or her property. In a mortgage, the mortgagor (borrower) is relieved of any personal liability or 

deficiency judgment if a deficit occurs at a foreclosure sale. 

Expenses: The costs of maintenance, repairs, and rental costs that are deducted from a property’s 

gross income. 

Executor: The administrator of an estate; one who is specified in the will. 

Extension Clause: A clause contained within some lease option contracts that provides for the 

terms under which the contract may be extended. 

Face Value: In reference to a note, the face value is the full amount for which the note has been 

written. 



 

Fair Market Value: The appraised value of a property as compared with other property values on 

the market. 

Flipping: The turnover of property. An investor buys a property to immediately sell it for a profit. 

Fee Simple: The highest estate in real property; the ownership of real property without reservation 

or restriction. 

Fiduciary: An agent in the position of confidence to his principal. Also, a relationship of trust and 

confidence imposed by law. 

Financial Analysis: An investor’s determination of the value of a property according to his or her 

specific needs. 

Financial Leverage: The use of other people’s money for investment purposes. 

Financing: The way in which an investor obtains the capital with which to purchase a property. 

First Deed of Trust: A deed of trust recorded first. Equivalent to a first mortgage. 

Fixture: Personal property attached permanently to Real Estate and thus becoming part of it. A 

built-in oven is an example. 

Flexible Seller: A seller who is willing to sell property in a nontraditional manner. This person 

may be flexible in terms, price, or both. 

Forced Sale: The sale of a property used as a security for a loan in order to repay creditor(s) in 

the event of a default on the loan. 

Foreclosure: The process whereby property pledged as security on a note is sold under court order 

because of default on the note. 

Front Foot: The width of a lot at the front, usually given as the first measurement. (A lot 225’ x 

175’ would have 225 front feet.) 

General Partnership: A form of business where two or more persons enter into an agreement to 

conduct business. Profits and losses are shared in a predetermined fashion and all partners are 

jointly and severally liable for debts of the general partnership. 

Grandfather Clause: Properties that do not conform to current ordinances, codes or regulations, 

but are allowed to continue to be occupied because the properties predate the institution of the 

ordinances, code and regulations. 

Grantee: A person obtaining title to real property by deed. The purchaser to whom the grant is 

made. 



 

Grantor: One who conveys title to property by deed. 

Gross Income: The total income from a property before the deduction of expenses. 

Gross Income Multiplier: That number which, when multiplied times the gross income, would 

give an indication of property value. It is strictly a guide and frequently abused. 

Homestead Exemption: Protection extended by law preventing the forced sale of an owner-

occupied dwelling by certain creditors. 

Homestead Tax Exemption: The credit against taxes, given in some states, to a person who owns 

and occupies a dwelling and to certain other individuals including disables veterans, those over 

age 65, widowed, or handicapped. 

Improvement: Buildings or other structures which become part of the land are known as 

improvements. 

Indenture: A contract. 

Installment Loan: A loan that must be repaid in no less than two payments. A loan of six months 

or greater is preferable when establishing credit. 

Installment Note: A note which specifies how mortgage payments will be made, when they will 

be due, and for what amount. 

Installment Sale: A sale which, for income and tax purposes, is not taxed totally in the first year 

of the sale. To be valid, there must a minimum of two installment payments over two tax years. 

Interest Rate: An amount a borrower must repay in addition to the full amount of the loan. This 

is the premium the lender receives for the use of the money, plus compensation for the risk the 

lender takes in lending money. 

Intestate: A person who has died without leaving a valid will. 

Involuntary Lien: A lien, like real property tax liens, which are recorded against a property 

without consent of the owner. 

Instant Equity: The difference between the property’s value and what you paid for it. 

Joint Tenancy: A joint estate whereby upon the death of one joint tenant, his or her interest will 

go to the surviving joint tenant(s). 

Joint Venture: An arrangement where two or more individuals or corporations join together on a 

single project as partners. 



 

Jointly and Severally: A legal term indicating that a contract has been entered into by two parties 

and the two parties are not only liable together but individually as well. 

Leverage: The borrowing of money in connection with a real estate investment. 

Judgment: The verdict of a court on a matter presented to it. A money judgment dictates that a 

party must make payment to another to settle a claim. 

Junior Lien: A mortgage or other encumbrance with a secondary interest. A lien junior to another 

mortgage or lien. 

Land Contract: (See Contract for Deed.) 

Land Trust: A form of ownership whereby property is conveyed to a person or an institution, 

called a trustee, to be held and administered on behalf or another person called the beneficiary. 

Lease: A contractual agreement between the owner (lessor) and the tenant (lessee), which allows 

the tenant use and occupancy of the property for a specified period of time. A lease is an 

encumbrance against a title and gives the tenant an actual interest in the property known as an 

estate for years. 

Lease Option: An agreement between two parties where the party who owns the property extends, 

to the second party, the right to purchase the property at a future date. The second party lives in 

the property until the lease option expires. 

Leasehold: The estate of interest held by the lessee in the property of another. 

Legal Description: The means to identify the exact boundaries of a property. A surveyor will use 

the recorded plats method, metes and bounds method, or the government survey method to 

describe the real property. 

Lessee: One who contracts to hold occupancy rights in the real property of another. 

Letter of Credit: A letter, usually from a financial institution, guaranteeing (collateralizing) a debt 

incurred by a third party. 

Letter of Intent: A letter stating a buyer’s intent to make an offer to acquire a certain property. It 

is not a binding contract. 

Lien: The right of a creditor to take and/or sell a property in the event of a default to satisfy the 

obligation of a debt. 

Lien Theory States: States that allow the lender to collect the debt owed by selling the property 

in the event of default. 



 

Limited Partnership: A partnership composed of a limited partner(s) and a general partner(s). 

The limited partner(s) contributes capital but is not liable for any debts of the partnership, nor can 

he or she manage or control the partnership. 

Liquidated Damages: Damages, usually monetary, spelled out in a contract which would be 

available in the event of a default, to the party not in default. 

Listing Broker: A broker from the office which created the MLS listing on a property. 

Marketable Title: A title free and clear of liens and encumbrances that might be objectionable. 

(Also known as merchantable title.) 

Mechanics Lien: A lien right existing in favor of mechanics, suppliers, or other persons who have 

supplied materials or performed work in connection with the construction or repair of a building 

or other improvement. 

Metes: Measures such as inches, feet, yards, or miles. 

Metes and Bounds: A measure of land which describes the boundaries using metes and bounds. 

For example, “Then going north 223 feet to the right-of-way of Oak Street.” 

Moratorium of Interest: A time during the term of a loan wherein no payment of interest due is 

made. 

Mortgage: A temporary transfer of property to a creditor as collateral for a loan. 

Mortgagee: A lender of money under the terms of a mortgage. 

Mortgagor: The borrower, usually the owner, who pledges his or her property to assure 

performance in repaying the loan. 

Multiple Listing Service: A multi-realty service whereby members of the local Board of Realtors 

exchange their listings. 

Negative Cash Flow: When rental and other income is insufficient to cover all the costs of 

ownership. 

Net Income Approach: A technique used to evaluate larger properties and determine their values 

by calculating the net income they produce. 

Net Net Net: An agreement which specifies that the tenant pays real estate taxes, insurance, and 

all maintenance costs of the property. 

Net Operating Income: Gross income minus any operating expenses. Debt service (principal and 

interest) is not deducted as an expense. 



 

Net Spendable Income: Amount remaining after expenses and debt service and any taxes due 

have been deducted from gross income. (Also known as After Tax Cash Flow.) 

No-Doc Loan: A loan where the borrower is not required to present any documentation to secure 

a loan. 

Nominal Interest Rate: The interest rate, usually below market stated on the note. 

Note: Legal evidence of debt. 

Notarize: To have a document signed by a notary public. 

One Time Mortgage Insurance Premium: A refund of a portion of the insurance premiums that 

have been paid of the years with a 1984 or later mortgage where the mortgage insurance premiums 

were paid up front. 

Option: An instrument giving the right of a party to lease or purchase the property over a specified 

time period for a specified consideration. It is binding for the optionor (seller) but not the optionee 

(buyer). 

Optionee: The person who has the legal right to purchase or not to purchase (through a contract) 

a specific property in the future. 

Optionor: The seller of a property who extends an option to someone else. If the optionee 

exercises the option, this person is legally bound by the contractual obligations. However, if the 

option is not exercised, then the optionor is released from any responsibilities. 

Owners of Record: All owners that are listed on a deed that is recorded in the county courthouse. 

Overdraft Protection: An extra service that most financial institutions offer their checking 

account clients. The client has a credit limit, much like that of a credit card. If the client writes a 

check for an amount greater than what is in the checking account, the bank automatically writes 

the client a “loan.” Interest is charged on this, as is an annual fee in some cases. 

Package Mortgage: A mortgage which, in addition to encumbering real property, also includes 

personal property such as a refrigerator, dishwasher, or oven unit. 

Partnership: Two or more people associated for the purposes of carrying on business activities. 

Pay Down: The amount of principal on a loan retired through payments at a given time. 

Personal Property: All property other than real property. (It is also known as personality.) 

Points: See discount. 

Positive Cash Flow: When rental and other income exceed all of the costs of ownership. 



 

Power of Attorney: A written authorization to an agent to perform specified acts on behalf of his 

or her principal. Beyond these acts, the agent has no power. 

Preliminary Title Search: The first review of all previously recorded documents regarding a 

specific property, to make sure that the property may be sold. 

Premium: An additional sum of money paid as an incentive for someone to do something. 

Principal: The sum of money used as funds for the investment. 

Promissory Note: Usually a note if given to the seller by the buyer, which promises to pay back 

principal to the seller. It states the interest rate (if any) and the period of the note. 

Pro Forma Statement: A financial statement based on anticipated, not actual, income and 

expenses. 

Promulgated Rate: A formally and publicly stated rate. 

Pro Rata: Buyer’s and seller’s portion of prepaid or unpaid expenses such as real estate taxes. 

Purchases Money Mortgage: A mortgage given to the seller as part or all of the consideration for 

the purchase of property. In effect, it is money loaned by the seller to the purchaser. 

Quit Claim Deed: A deed transferring whatever interest in the property, if any, that the grantor 

may have. They are usually used to clear title. 

R.E.O. (Real Estate Owned): Properties that financial institutions have repossessed as a result of 

a default on a mortgage and which these institutions are willing to sell. 

Real Estate Agent: A salesperson associated with a broker, who acts on behalf of a broker. 

Realtor: A broker who is a member of the National Association of Realtors as well as state and 

local Real Estate boards. 

Recording: The act of entering, in the public record, any instrument affecting title to real property. 

Redemption: The buying back of one’s own property after a forced court sale. (See equity of 

redemption.) 

Release Clause: A statement in a blanket mortgage that allows a specific described parcel to be 

released from under the blanket lien after a sum of money is paid. 

Reproduction Cost Analysis: A technique used to evaluate a property by estimating the cost of 

building the same or similar structure, adding the cost of land and subtracting an allowance for 

wear and tear. 



 

Restrictive Covenant: A clause in a deed in which there is an agreement between buyer and seller 

stating certain restraints as to the use of the property. 

Right-of-Way: An easement on land whereby an owner grants or gives to another the right of 

passage over his or her land. 

Riparian Rights: The rights of a land owner to the body of water adjacent to his or her land. In 

some cases these rights include the land under this water. 

Sales Contract: (See Contract for Purchase and Sale.) 

Sandwich Lease: While having the option to buy a property, the investor subleases it to gain a 

positive cash flow. 

Satisfaction of Mortgage: An instrument filed in the public records which acknowledges payment 

of an indebtedness secured by a mortgage. 

Security Deposit: An amount of money paid by a tenant before moving into the premises to cover 

any damage incurred while living there, or to protect the landlord in the event that the tenant leaves 

without being current on rent payments. If the tenant is current and the unit only has a normal 

amount of wear and tear, then the deposit is generally refunded. 

Servicing a Debt: The act of paying the periodic principal and interest payments on an outstanding 

debt obligation. 

Specific Performance: A court order requiring a person to act or do a specific thing that he or she 

had agreed to do. 

Tax Certifications: Bond sold to recoup unpaid property taxes by the county in which the property 

is located. When the property is auctioned, the certificate holders may either use the certificates as 

money to bid on the property or redeem them for face value plus interest. 

Tax Deductible: An item that is not taxed. 

Tax Liability: The amount of money one owes to the government for taxation purposes. 

Tax Shelter: An income property that generates artificial papers losses, due to depreciation or cost 

recovery, that are in excess of the income produced by that property. These artificial losses can be 

used to offset other taxable income earned by the owners. In general, a tax shelter is any deferral, 

reduction, or elimination of a tax due. 

Tenancy in Common: The ownership of an interest in property by two or more persons. Their 

ownership interest may be equal or unequal and there is no right of survivorship as with joint 

tenancy. The interest of any joint owner passes to his or her heirs or assigns after death. 

Tenant: A person having the temporary use and occupancy of real property owned by another. 



 

Tender: An offer to pay or perform. 

Terms: The exact way a property will be purchased. 

Testate: One who dies leaving a will. 

Time-Share: A piece of property purchased by two or more parties who have set specific times 

when each may use or occupy the property. 

Title Insurance: Insurance issued by a title company guaranteeing the title to be good and 

marketable. Title insurance policies can be issued to protect the mortgagee only, the full interest 

of the buyers, or both. 

Title Insurance Company: A business that reports on the status for the title on a specific property 

and whether or not it has any liens against it. After this title search has been completed, the 

company will issue a deed to be signed by all the owners of the property which should be notarized 

and recorded in the public records. 

Title Theory States: States that allow the lender to become the legal owner at the time of making 

the loan. The borrower only has possession. 

Township: A unit of measure used in the government survey method of land description equal to 

36 sections (36 square miles). 

Unilateral Contract: A contract in which one party is bound by another to do something. If the 

second party chooses to exercise the contract, the first party must perform any contractual 

obligations that party may have. However, if the second party chooses not to exercise the contract, 

the first party is released from any contractual obligations. 

Unsecured Line of Credit: A credit history developed by an individual who borrows small 

amounts of money which do not require collateral. 

Usury: The lending of money at a rate of interest about the legal rate. 

Vacancy Rate: An estimate of the amount of time the rental property will be vacant (between 

tenants) multiplied by the rental rate of the unit(s). The amount is used in estimating the investor’s 

value of an income. 

Value, Assessed: The value as determined by the local tax assessor’s office for the purpose of 

levying local taxes. 

Value, Book: The value of a property carried on a company’s books. It is usually the cost less 

depreciation or cost recovery plus capital additions. 

Vendee: A buyer. 



 

Vendor: A seller. 

Warrant: To guarantee something to be as represented. 

Wraparound Mortgage: A mortgage held by the seller-mortgagee. The buyer-mortgagor pays 

the seller-mortgagee the debt service on the wraparound mortgage and the seller-mortgagee 

continues to pay the debt service on the underlying or original mortgage. 

Zoning: The laws which regulate and control for what the property may be used. 
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